Next Week 
You Will Find 


in “The Recorder” 


Spring Fashions Forecast 


The retail industry represents the 
largest amount of capital invested, 
money turned over, people employed, 
rents paid and buildings occupied in 
the United States. According to the 
Census of Retail Distribution, there are 
over 1,549,168 retail stores in Amer- 
ica with retail sales of $50,033,850,792 
—an almost incomprehensible volume. 
The selling of so vast an amount of 
merchandise, with the intimate contact 
necessary, gives the retail merchants 
of America a better knowledge of the 
desires and wishes of consumers than 
is possible on the part of any other 
group of business or professional men. 
These merchants know their public. 

In this issue we will summarize the 
opinions of those leading shoe retailers 
of this country, who—in cooperation 
with the recognized fashion authorities 
—join in styles conference under the 
National Shoe Retailers Association in 
New York. Fashion and color in its 
various developments toward Spring 
and Summer are to be forecast. 


Vv « 


The red tones in men’s leathers in- 
dicate the possibility of combating the 
all-black nightmare of one shoe for 
universal use, which gives every men’s 
store an opportunity to give the man 
customer a chance for a choice. 





BOOT AND SHOE 
RECORDER 


with which is combined The Shoe Retailer 
Division of United Business Publishers, Inc. 


Copyright 1932 by the Boot and Shoe Recorder Publishing Co. 


VOL. 102 





NEW YORK, OCTOBER 29, 1932 





IN THIS ISSUE 


Voice of the Trade 

Dr. Locke’s Methods Not Uncommon... 
1 Am an American 

Greatest Foot Clinic in the World 

The Shoe Store Calendar 


Hi-Cut Dresses 


Smart New Ways to Show Style Shoes. . 


The Editor’s Outlook 

O. P.1. (Other People’s Ideas) 
Ready-Made Copy 

Baltimore Merchants Plan Welcome 


foe MASTER. 2.2.0 .s ccccccccccees 


Shoe News 


Observations and Comment 
By Dr. L. T. Mullen 

By Everitt B. Terhune 

By Natalie Sumner Lincoln 


Merchandising Suggestions for Busy 
Merchants in November 


What the New Men's Clothing Styles 
Demand in Footwear 20 


And the Shoes to Go with Them.... 21 


Modernistic Trends in Shoe Window 
Displays 


By Arthur D. Anderson 

By Harry R. Terhune 

For Christmas Newspaper Ads 

To Be Hosts to 1,000 Merchants at 
January Business Meeting 


About People and the Trade 








Published by BOOT anp SHOE RECORDER PUBLISHING CO. 


239 West 39TH Street, New York CIty 


EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Vice-President and Treasurer 


Vice-Presidents 


H. WALTER SCOTT, BERNARD C. BOWEN, CHARLES H. FURBER 
ARTHUR D. ANDERSON, Secretary 


Directors 


Editorial Staff 


ARTHUR D. ANDERSON, Zditor 


RAYMOND L. FITZGERALD, Managing Editor 


In addition to the above-named officers: 


A. 0. PEARSON, HUGH M. BOWEN, L. F. DUTTON, R. L. SEWARD 


CHIcaco 
867 West Adams St. 
Telephone: Randolph 9451 


ROCHESTER 
512 Exchange Place Bldg. 


The subscription price of the Boor anp SHOB RECORDER % 


1627 Locust St. 


OWEN A. THOMAS 
Branch Offices: 


St. Louis BosTon 
140 Federal St. 


SUBSCRIPTION RA’ 
$3.00 


x in Canada $2.60 extra. 


MME. HAMILTON JEFFRIES, Fashion Hditor 
HARRY R. TERHUNE, Field Editor 


Associate Editors 


FRED A. GANNON GEORGE B. GAYOU 


PHILADELPHIA 


N. W. Corner 56th and Chestnut Sts. 
CINCINNATI 
501 First Nat. Bank Bldg. 


TES 
for one year, which includes postage in the United States and its possessions. 


FOREIGN SUBSCRIPTIONS—The price to all foreign countcies except the above is $10.00 per year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 





Entered as second class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. 
Member, Audit Bureau of Circulations. Member, Associated Business Papers. Inc. 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 29, 1932 


THAR’S GOLD 
IN THEM THAR HILLS 


This 

NEW 

TRENCH OXFORD 

is making extra 

SALES and extra 
PROFIT for Hill dealers! 


Patterned after the trench shoe of the war— 
refined, of course—this unusual shoe is sweep- 
ing the country. It’s a “he man’s” shoe and 
young fellows go for it. 








The upper leather is used inside out with a 
rough surface resembling buck. Its color is 
natural. For damp-protection we use a white 
rubber middlesole, with heavy oak bend outer 
sole. To retail at four dollars, this shoe is a 
sure-fire seller. Wee call it 


BUCKAROO No. 2029 
Stocked in 
B-C-D 5 to Il 


$2.65 


“WASN’T THE 
DEPRESSION AWFUL ?” 


so writes one of our cus- 
tomers when sending his 
fourth size-in order on the 
Buckaroo. He continues, “I 
thought it would never end, 
until | put in your line of 
shoes. Then it vanished 
over night.” 


aie San eh MH 


and you can order a sample pair—or a case by mail— 
without making a mistake. 


HILL BROS. CO. 
HUDSON, MASS. 


MAKERS OF MEN’S SHOES TO RETAIL AT $4 AND $5 
IN CONSERVATIVE, SPORT AND SNAPPY PATTERNS. 


When writing advertisers please mention Boot and Shoe Recorder 


a aR aA ie Dati is Mr ete ipl 


(This testimonial was not paid for.) 
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The VOICE of the TRADE 


Sr. Crispin’s Day! 
It came Oct. 25. It’s now more 
honored in the breach than in the 
observance. The guilds of old 
- celebrated it, some in fasting, 
some in feasting. “It was the 
25th of October, and not a shoe- 
maker was sober.” So runs the 
old verse. Crispin  and_ his 
broher, Crispianus, shoemaker of 
ancient Rome, were converted to 
Christianity, went forth to preach 
the gospel, and in northern Gaul 
suffered martyrdom. For cen- 


turies they were honored as pa- 
trons of shoemakers. To this 
day shoemakers are sometimes 
called crispins. 

The masthead of this page il- 
lustrates the shoe saints at work 
and the philosophy “the more they 
cobble, the less they earn—but 
goods shoes can only be made one 
way’—seems to have continued as 
a dogma of the trade. 

If both the philosophy and 
practice is “to make no money in 
the shoe business’—who can an- 
swer William E. Kline, who oper- 
ates a shoe store in Hudson, New 
York, and who has been giving 
complete foot service since 1930? 
He queries : 

“Why are shoe stores, with but 
few exceptions, operating at a 
loss, year after year? What seems 
to be the underlying causes for 
such an anomaly? If the shoe 
retailer is not making money, then 
just what part of the industry is 
showing a _ profit—manufacturer, 


wholesaler or jobber? Is it not 
true that almost all other lines of 
merchandise are operating at a 
profit, year after year? What is 
wrong? What is and what has 
been the trouble with the shoe 
business ?” 
a 


Te Department 
of Commerce in Washington was 
advised on Oct. 20, 1932 by cable- 
gram from England that, in ad- 
dition to the existing ad valorem 
tariff rate of 20 per cent on rub- 
ber footwear, a specific duty has 
been placed on _ these goods, 
amounting to two pence per pair 
on low shoes and three pence per 
pair-on others. This does not ap- 
ply to imports from the British 
Empire. 
. + 4 


Frank Popper, 
buyer for Mandel Brothers of 
Chicago, telephoned to the Milius 
Shoe Company in St. Louis, to 
have a representative meet him at 


at coming 

woe \\ 

f 
a , 
the airport with samples. Their 
sales manager, Jay Salinger, ac- 
cordingly drove out to the airport 
and an order of over 1500 pairs of 
shoes was worked out within less 


than a half hour, enabling Mr. 
Popper to take the next plane back. 





* * * 


There's a broken 


sole for every heel on Broadway. 


[rami 


—d 


Benny Rubin, the comedian, shined 
shoes as a youth and then became 
a traveling salesman selling rubber 
heels. While he was on the road 
he heard so many good stories that 
he decided to play amateur nights 
and with the first prize money he 
bought a pair of snappy shoes like 
the shoes he had seen some regular 
actors wearing. Now that he is a 
big shot on the vaudeville and 
movie circuit, he gets his shoes 
made to order. 


Ce lots 


of automatic slide-fasten arctics 
are on their way to the distribution 
centers, to be sold at a dime each 
—twenty cents a pair, in Wool- 
worth stores everywhere. 

The Anti-Dumping Act was 
just a bit too late to catch the first 
big load of the Fall season. The 
Tariff Commission in Washington 
is powerless to prevent this com- 
petition because it can only raise 
or lower the tariff on specific items 
50 per cent either way. In view 
of Japanese shoes being landed. 
duty and freight paid, in New 
York, at 12%4c. per pair, there is 
indeed reason for alarm. If the 
Anti-Dumping Act can be made 
permanent, it will help prevent 
such competition to American 
labor and business. 

It is almost unbelievable that 
such items as Czecho-Slovakian 
rugs can be landed in New York 





at 69c. each, when almost exact 
duplicates of American rugs sell 
at $8 and $9. 

There are many other items 
pouring into America because our 
present protective tariff machinery 
is inadequate to the strain being 
imposed upon it. Many foreign 
concerns, operating under depreci- 
ated currencies, are able to hurdle 
our tariffs with ease. The out- 
standing item of competition, 
however, seems to be the Japanese 
tennis and arctic footwear—be- 
cause they represent such a vol- 


ume at retail. 
* x 
Witt Knight 


* 
of the Knight Shoe Company, 
Portland, Ore., distributes to his 
customers the famous “IF” by 
Kipling, newly revised by an 
author unknown. Here’s a part 
of it: 

“If you have faith in those with whom 
you labor, 
And trust in those with whom you 
make a trade; 
“If you believe in friend and next door 
neighbor 
And heed examples pioneers have 
made; 
“If you expect the sun to rise to- 
morrow ; 
If you are sure somewhere skies are 
blue— 
“Wake up and pack away the futile 
sorrow 
For better days are largely up to 
YOU!” 


* * * 


vERIO 
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ge 
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George S. Laird, 
of Laird, Schober & Co., Phila- 
delphia, tells us the following. 
This happened in a _ prominent 
shoe department : 

“One of their salesmen, or 
really an adjuster of many 
troubles, and a good one at that, 
had a very serious case of a woman 
making a complaint without cause 
and after getting into a rather dis- 
agreeable tangle with the sweet 
lady, he made a very tactful re- 
mark that no lady would use the 
expressions that she had in dis- 
cussing the difficulty and the mat- 
ter was taken to-headquarters. He 
was put on the carpet and accused 
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THE BIG PARADE 


—‘‘We don’t need to advertise. Everyone 


knows our line.” 
—That’s an old alibi, all too familiar to the 


advertising man. 

—But the average manufacturer who be- 
lieves that his product is well known to 
all the prospective buyers in the field is 
forgetting that his prospects are not a 
stationary audience but a parade. 

—This parade is constantly in motion and 
| believe that hundreds and possibly 
thousands of these new and revitalized 
merchants are not acquainted with many 
lines that are not advertised in the Boot 
and Shoe Recorder. 

—Thousands of merchants may be called 
upon tomorrow to decide upen a new 
line to meet the requirements of an 
ever-changing clientele. 

—Advertising is making a constant impres- 
sion upon their minds, and when the time 
for a change comes, the advertised line 
has got an edge over the line that is 
“too well known to be advertised.” 


Sth Te. 


President. 


of saying the woman was not a 
lady and he very seriously and 
honestly replied that he had never 
said anything of the kind. He 
simply made the remark that no 
lady would use the expressions 


she did.” 


* * * 


3 Nicholas Murray Butler, 
in a national hook-up, sounded the 
alarm: 

“When a condition has been 
reached whereby in these United 
States more than one quarter of 
the whole earnings of the nation’s 
people is taken for the sport of 
governmental activities—Federal, 
State and Local—surely the time 
has come for the people to act— 
and to act with speed and emphasis 
that will not be denied. 

“We must strip every form of 
governmental activity — Federal, 
State or local—of its wastes, its 
developments, its unwise and un- 
necessary activities and its ex- 
travagances. We must not over- 
look the fact that most of these ills 
have come upon us partly through 
our own carelessness and indif- 
ference.” 


S. J. Brouwer 
of Milwaukee says: 

“This has been the happiest year 
of my life in spite of the depres- 
sion, because educators and doc- 
tors are taking hold of the feet 
and footwear problems, and I am 
getting help in my. research de- 
partment as never before. 

“I see the dawn of a new day 
in the footwear field. 

“T honestly think that the shoe 
stores of America have handed out 
more damnation in the shape of ill 
health to the public than the 
saloons ever did. 

“Some may regard the above as 
an extreme statement, but I chal- 
lenge anyone to gather the statis- 
tics in the hospitals, sanitariums, 
and insane asylums of America 
and find out what a tremendous 
factor in the devitalizing of the 
health footwear has been, and the 
statistics will be staggering.” 

+ 2 


tein Coolidge 
has a mania for shoes. He en- 
joys a fondness for good-looking 
clothes and particularly well-fitted 
shoes. He holds the record for 
careful dressing so far as Presi- 
dents of the United States go. He 
has, among other accessories, shoes 


for every occasion—some twenty 
or thirty pairs carefully treed and 
nicely polished fill his wardrobe. 
He believes in putting his best foot 
forward and visitors to his law 
offices in Northampton state that 
he has a closet full of various 
types of footwear. 

Joe Anthony says: “Calvin 
Coolidge is as vain as a peacock— 
where his feet are concerned.” 

x * * 


Monroe Einstein 


of J. Einstein, Inc., back from Eu- 
rope where he went into confer- 
ence with style sources, returns 
with this view of Spring 1933: 
“For Evening Wear: Sandal 
effects are again looked for to be 
an important factor but not with 
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the details as crude as those em- 
ployed in the previous season. 

“There is also a tendency to 
overcome the open toe theme and 
modify this effect by the applica- 
tion of open work carried out into 
floral effects. 

“For Afternoon Wear: Open 
shank sandal types, but with straps 
closely together to hold the shape 
better. Consensus of opinion pre- 
dicts another outstanding season 
on sandal effects so constructed as 
to make the foot look more petite 
and beautiful.” 

x * * 


_— in 
both employment and __ payroll 
totals of the boot and shoe and 
leather industries was reported in 
September by the Bureau of Labor 
Statistics of the Department of 
Labor, Washington—the first time 
in months that both these classifi- 
cations have pointed upward. 

The boot and shoe employment 
index was placed by the Bureau 
at 79.5 in September. as against 
77.9 in August, while the payroll 
index was 53 as against 50.3 in 
August. 

The leather index of employ- 
ment was put at 67 for September, 
compared to 64.4 for August, and 
the payroll index at 51.5 as 
against 48.2 for August. 

Index of leather and its manu- 
factures stood at 77 for Septem- 
ber, compared to 75.2 for August, 
and the payroll index stood at 52.7 
for September as against 49.8 for 
August. 

The Bureau’s figures are based 
on reports received from plants in 
all parts of the country and are 
generally regarded as being accu- 
rate and unbiased, presenting the 
situation as it is and not as poli- 
ticians would like it to be. In as- 
sessing a value for the figures, the 
year 1926 is taken as 100. 

Reports from 54,851 establish- 
ments in 15 major industrial 
groups having in September 
4,248,706 employees show an in- 
crease of 3.6 per cent in employ- 
ment and 2.6 per cent in payrolls. 

* * * 


Rsscitiiaston by 
Henry M. Spelman, Jr., head of 


the Darex Division of the Dewey 
& Almy Chemical Company, re- 
veals the interesting fact that a 
considerable majority of the 
larger and more aggressive shoe 
buyers take a keen interest in im- 
portant factors of shoe construc- 
tion, such as insoles, and make it 
a practice to specify in their 
orders the type of insoles desired. 

“In order to let our new insole 
prove its own merit,” Mr. Spel- 
man writes, “not a line of adver- 
tising was run during its first 
twelve months on the market. 
After it had proven real worth by 
sales of over thirteen million pairs 
during the test period without a 
single complaint, we launched an 
intensive campaign. 

“First copy ran late in July with 
a straight-forward statement of 
the requirements of good insoles. 
Since then we have devoted our 
space to discussion of problems 
the retailer must face, especially 
the relation between ‘good feel’ 
and fewer lost sales. 

“Response has been highly en- 
couraging. Rough checks indi- 
cate that 65 per cent of aggressive 
larger buyers recognize the im- 
portance of insoles by specifying 
them, and that over 75 per cent 
of the men we want to reach are 
seeing and remembering the adver- 


tisements.” 
k Ok OX 


Bata now has 
forty retail stores throughout 
Poland—an increase of eighteen 


during the past year. Discussions 
have recently taken place between 
the Bata (Czecho-Slovakia) shoe 
industries and representatives of 
the Polish shoe manufacturers, for 
the dividing up of the Polish mar- 
ket. Nothing came of the meet- 
ings for Polish production costs 
have been considerably lowered 
and the trade now claims that 
footwear can be made locally and 
even cheaper than Bata can 
make it. 

What a fight there is on, the 
world over, to hold national mar- 
kets and to resist outsiders. Be- 
fore long each country “will be 
taking in its own washing,” hop- 
ing to profit most by turning over 
the internal dollar. 

a oe 


A deal of fitting 


is yet to be done. “Over 85 per 
cent of the school children in Amer- 
ica have foot defects caused by 
wearing ill-fitting shoes in child- 
hood.” That’s from a leading mak- 
er of shoes for little children. Each 
and every youngster, starting on 
life’s journey, is entitled to good 
feet and good footwear. There’s 
yet a deal of work to be done in 
getting more shoes fitted right. 
a 


Md 
Every shoe man 
is a debtor to his profession.” So 
runs a maxim from Bacon, the 
philosopher, revised to fit the foot- 
wear profession. 


“ 


“Yes, sir; something in a balloon last, | take it.” 
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Dr. Locke’s Methods Not Uncommon 





DR. L. T. MULLEN 


Since the publication in the 
RECORDER of the article “The Pain Killer,” by Rex 
Beach, many questions have been raised by the 
medical profession and the laity about how this doctor 
cures the maladies known as arthritis, sciatica and 
neuritis by simply twisting the feet, and whether or 
not he can treat seven hundred to eight hundred 
patients per day. The writer will attempt to clarify 
some of the misunderstandings that seem to exist 
after reading the above-mentioned article. 

One answer to these questions is: Dr. Locke does 
not cure these maladies in their active state by manipu- 
lation, and the writer does not claim this for him. 
Rex Beach states plainly that he saw an elderly woman 
thrust out a hand, all swollen and red, for an adjust- 
ment, but Dr. Locke did not adjust it due to a contra- 
indication taught him in medical school. The doctor 
advised the woman to step into his office because of 
infected tonsils. He treats the already mentioned 
diseases after they are in a state of quiescence, by 
breaking up the adhesions through forceful manipula- 


Breaking Up of Adhesions by Forceful 
Manipulation a Treatment Used 


by Many Practitioners Every Day 


By DR. L. T. MULLEN 
Registered Chiropodist, 


San Angelo, Texas 


tions which were caused by the active infection. He 
must remove the avenue of infection first. His treat- 
ments and theories are not new, but are practiced 
every day by the humblest of our profession. 

The arch conditions, caused from improper foot 
gear, are adjusted by lining up the bones so they may 
carry their proportionate share of the moving load. 
The patient must purchase the proper shoes just as in 
the case of any other exponent of foot treatments. 

Remember this about all people! God has not be- 
stowed upon any mortal man the power to perform a 
miracle, but he has given more mental powers to some 
and blessed others with equally good qualities. A 
miracle is something we do not understand or cannot 
explain and this may be the reason for looking upon 
this man as a miracle-worker, because so few medical 

[TURN TO PAGE 40, PLEASE] 


B To ROBERTSON’S SHOE DEPT. 
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Form of foot prescription used by Dr. Mullen in his 
practice. 
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I AM AN 


Ame 


IAM AN AMERICAN. 


Just one of a great number of ordinary, hard-work- 
ing, fairly conscientious citizens who have grinned, 
groaned and growled their way through three years of 
hard pickings. 

The depression has affected me directly and indi- 
rectly, perpendicularly and horizontally, positively 
and negatively, specifically and generally, within and 
without. 


I have been bombarded, deluged, overwhelmed with * 


charts, statistics, graphs and opinions from economic 
card readers, congenital star observers and neurotic 
crystal gazers in 48 different states and -99 different 
languages. 

I have been Babsoned, Ayred, Gibsoned and Brook- 
mired until I am well-nigh cuckoo, groggy, cock-eyed 
and flambolluxed. 


My mind has been open, receptive and flexible to 
every new thought, principle, philosophy and panacea 
for human ills and ailments. 


And now, to cap the climax, I have had it projected 
into my feverish brain that it’s a grand and glorious 
condition to be poor again; that there’s a real thrill in 
discovering how much you can get along without and 
how little you can get along with; how much more 
interesting and odoriferous a 10¢ movie on Third 
Avenue is than the perfumed cinema palace (94¢) on 
Broadway; how proud I should be to display that 1927 
tailor’s label in the inside pocket of my old grey suit; 
how good a job Pietro Bambino can do in re-soling my 
old shoes for $1.25. 





TTCadN 


* But, brother—and here’s where I come out of the 


ether—I want to tell you it’s all plain damn boloney, 
bunkum, balderdash, or what have you. 

So, on behalf of this great army of fellow-sufferers, I 
am organizing a club that I know you will all want to 
join. It will be known as the I-Need-A Club. You 
know what I mean, brother—I-Need-A new hat, I- 
Need-A new pair of shoes, I-Need-A new alarm clock, 
I-Need-A new this, and I-Need-A new that. 

You and I and all the rest of us are accustomed to a 
high standard of living and we will never be satisfied 
with anything less than just that; and our rational dis- 
satisfaction is the very motive power that is going to 
drive us on to prosperity again. 

In my own case, in order to replenish the old darned 
sock, I intend to carry out the following program: 

I am determined to do a better job—I shall make 
my business render a greater service—I shall shout my 
wares from the house-tops so that they will still be 
heard in the din of competition. I shall endeavor to be 
a useful cog in the economic wheel—I shall, to the best 
of my ability, help the other fellow get on his feet 
again—I shall punch the schnozzle of the pessimist and 
the slanderer of good times—I shall once again dare to 
look and march forward. 

And for all of this I shall expect—and get—a better 
reward for my efforts. Then I can go places and do things. 


All of which I insist upon 
BECAUSE I AM AN AMERICAN! 


Doni O21 Ube 


PRESIDENT. BOOT AND SHOE RECORDER 








16 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 29, 1932 


Greatest Foot Clinic in the World 


The Story of a Visit to Dr. Locke of Williamsburg, Ont. 
By NATALIE SUMNER LINCOLN 


Editor, Daughters of the American Revolution Magazine 


l, is to-day an undisputed fact 
that the greatest foot clinic in¢he world is conducted 
by Dr. M. W. Locke in the little village of Williams- 
burg, Ontario, Canada. And to thousands upon thou- 
sands of American citizens who have attended it, the 
question, “Is this the end of the line?” will have a 
very familiar sound. For 
many, suffering from arthri- 
tis and associated ailments, 
who have consulted vainly fa- 
mous specialists the world 
over, it is indeed “the end of 
the line.” 

Here in Williamsburg hope 
springs anew in the human 
breast, for Dr. Locke’s cures 
seem little short of miracles. 
It is conceded that arthritis is 
today the worst economic dis- 
ease and more prevalent than 
heart disease. 

Dr. Locke’s theory is sim- 
ple—fallen arches which pinch 
the posterior tibial nerve pro- 
duce arthritis and its attend- 
ant ills. With the adjustment 
of the arch the pressure on the 
posterior tibial nerve is re- 
leased. Each day that the 
arch is in place the process of 
nerve regeneration continues. 
The first symptom is a tingling 
in the toes, and a pinkish tinge to the skin. Repeated 
replacements of the arch are necessary —and the 
doctor gives two treatments a day and his office staff 
also give treatments to break down adhesions. 

My friends and I reached Williamsburg at 6.20 on 
a hot August night. Appalled by the hundreds of 
motors which even at that hour, lined the two cross- 
roads along: which the village is built, I would have 
gone further in quest of rooms and board, but a car 
ahead pulled out into traffic and we backed into its 
place, directly opposite Dr. Locke’s office. I noticed 
subconsciously that the car ahead bore a Montana 
license plate, while the one behind came from Texas. 

Across the road, a little to the rear of where we 
parked, inside a large, tree-shaded yard, behind which 





Dr. Locke in “The Circle” 


stands a huge barn, were gathered at least 400 people, 
standing in orderly lines, which converged into a nar- 
row circle and in the center sat Dr. Locke. 

I was told that he had treated 1400 people that day. 
When my turn came, I observed him closely as he 
took my stockinged foot in his strong grasp. His 
tanned face was flushed from 
fatigue but a faint, shy smile 
greeted my stammered ques- 
tions. I had been told by my 
chair boys, Walter Connally - 
and Graham Welles, that the 
doctor never speaks and will 
only answer three questions. 

His answers to mine were 
concise: “Fallen arches—arth- 
ritis. Get Last No. 1. Come 
back tomorrow.” 

Getting “Last No. 1” has 
been a hard problem, for I 
have sat in line in the shoe 
store, 159 people ahead, placed 
my order for No. 1 and waited 
two weeks to get them, so 
great is the demand for the 
new model. 

The day after my arrival it 
was posted on a blackboard 
suspended on the side of his 
house that treatments would 
be given once in the forenoon 
and once in the afternoon—the 
night sessions to be discontinued. Even his endur- 
ance could not continue under the strain. 

The “Circle” consists of thirteen chairs with high 
backs and two wheel chairs—fifteen in all—and Dr. 
Locke sits in an old swivel chair in the center—ten 
times around and he has treated 150 people! Occa- 
sionally he takes “time out,” for a breathing spell and 
a deserved rest. When he is not stopped by too many 
questions, he treats three patients a minute—and that 
is treating their feet and their hands as well. 

No books are kept—the doctor trusts to the honesty 
and honor of the people he is benefiting to pay him his 
one dollar—and to the credit of mankind may it be 
said that only very seldom has his confidence been 
abused. But don’t run away with the idea that the 
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doctor doesn’t know his patients although names are 
“never asked—he has an uncanny remembrance for 
faces. 

Every race and every creed and every station in life 
are represented in the hundreds that gather in Wil- 
liamsburg daily and all receive the same care and at- 
tention. The chair cases are lined out in the village 
street, along which comes every make of automobile— 
Rolls-Royce, Lincoln, Packard, Chrysler, Ford, Chev- 
rolet. So great is the jam, although that is not the 
main highway (the other cross-road) to Ottawa, that 
chair boys and other able-bodied men are needed fre- 
quently to untangle fenders and bumpers, as well as 
horses and farm wagons. 

Inside the enclosure the lines form as early as 6 in 
the morning, the people for the most part armed with 
camp chairs. One chair collapsed the other day and its 
occupant was carried to the doctor with a dislocated 
finger, but casualties of that nature are few. Some- 
times the patients wait in line for five hours. A story 
is going the rounds that an “efficiency expert” ap- 


“The Circle’ consists 
of thirteen chairs with 
high backs and two 
wheel chairs—fifteen in 
all—and Dr. Locke sits 
in an old swivel chair in 
the center—ten times 
around and he has 
treated 150 people.” 


17 


“Here in Williamsburg 
hope springs anew in 
the human breast, for 
Dr. Locke’s cures seem 
little short of miracles.” 
Snapshot taken in front 
of the famous foot sur- 
geon’s outdoor office, 
showing hundreds of 
patients waiting for 
treatment. 


proached Dr. Locke last week, stated who he was and 
said: “By doing so and so—and so—.” The doctor 
heard him to the end, then fixed his mild blue eyes on 
him: “Who invited you here?” he asked and the man 
moved on hurriedly. 

Are the waits tedious? No. There is too much of 
human interest all about—so much to watch and to 
listen to, so much that is worth while. In spite of the 
twisted bodies and tortured limbs, there is no depres- 
sion in Williamsburg. 

A man from Detroit who sat in the chair next to 
mine told me he can now move his hips slightly, and 
he hopes soon to be able to twist his head backward 
so as to see God’s sky after six years of viewing only 
the ground. 

“See that lady,” he exclaimed, pointing to a daintily 
clad woman passing along the sidewalk; “she bought 
nine pairs of No. 2 shoes to take home with her. Gee, 
I got mine today,” and I looked down and saw a 
shiny pair of new shoes on the footrest by his stock- 

[TURN TO PAGE 40, PLEASE] 
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THE SHOE STORE 





A Working Schedule for Busy 


Merchants 





EARLY November 
1 business usually needs 

a stimulant to keep it 
up to par. How about an 
Anniversary Sale to build 
up sales and clean up your 
stocks? Give this serious 
consideration in making 
your November =. It 
may be just what your 
store needs. 





WHETHER you have 
i a sale or not it is go- 

ing to require a con- 
sistent advertising cam- 
paign to keep up November 
sales. Start today with an 
ad on men’s winter weight 
shoes. Then plan a sched- 
ule that runs right through 
the month with at least two 
ads a week. 





HAVE you decided to 
3 add any lines for holi- 

day selling? You'll 
feature house slippers of 
course, but how about 
women’s purses, travelers’ 
cases, luggage, fancy buc- 
kles, shoe trees—these are 
just a few of the items 
that will add to your holi- 
day volume. 


feature women’s style 

footwear with plent 
of emphasis on price. An 
of course there will be a 
window to tie up with the 
ad. You’re going to need 
your holiday window and 
store trim materials soon. 
Is everything ready—or at 
least ordered? 


4 TONIGHT’S ad should 





FOR a Saturday win- 
5 dow that will draw. the 

crowds make a score- 
board on wallboard and 
post the scores of the big 
football games on it as 
rapidly as they are avail- 
able. This will make a 
good window background 
and need not interfere with 
your merchandise trim. 


interesting. Change 

them completely every 
Monday regardless of any 
other partial changes dur- 
ing the week. And make 
them “different”?! One store 
each week posts its guess 
as to the results of football 
games the coming Saturday 
as a “stunt.” 


7 KEEP your windows 





ad might well be a fol- 

low-up of your mail- 
ing on felt slippers. If 
you’ve named interesting 
prices and can create the 
impression that “here’s a 
sale that makes it worth 
while to do Christmas buy- 
ing early’’ you'll get good 
results. 


9 TODAY’S newspaper 


FOR your holiday 
10 season advertising 

you'll need a lot of 
cuts witha holiday “flavor,” 
and probably a good holly 
border for your ads. Now’s 
the time to accumulate 
them. Why not. look 
through your own supply 
and those the local news- 
paper offer? Do it now! 


ARMISTICE DAY. 
1 Be sure and arrange 

a suitable patriotic 
window. And If the schools 
are dismissed and it’s a big 
shopping day have one win- 
dow full of “Armistice Day 
Specials” that will interest 
window shoppers and help 
clean up your little odd lots. 


HAVE several good 
12 “specials” for today. 

If you’ve a_ good 
school hosiery number to 
offer today will be a good 
day for it. And play up 
children’s footwear in the 
windows too. If you used 
the football scoreboard idea 
last week repeat it today. 








windows for this 

week put in a snappy 
men’s display, including 
high tops, hunters’ boots 
and work shoes as well as 
dress styles. For a win- 
dow leader try offering five 
airs of men’s 25c. hose for 
1, or some similar combi- 
nation. 


1 IN rearranging your 





for a mailing on ho- 
siery. Get up an at- 
tractive circular featuring 
ur best value in women’s 
ose, and offer it at a 
tempting price in boxes of 
three pairs. Offer to pack 
the hose in gift boxes for 
those who are buying for 
Christmas. 


15 NOW is a good time 





IF you planned your 
16 hosiery mailing cir- 

cular properly it will 
make an effective ad in to- 
day’s paper. Then follow 
up with a good window of 
the advertised item, and 
see that every salesperson 
mentions your special box 
offer to every customer 
they serve. 
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‘CALENDAI 


FOR 


+ + 


NOVEMBER 





To Produce More Profit Through 


Planning 





ize the manager who 

shows a pair of 
shoes in the window with- 
out a price ticket. This is 
probably an old story to 
you but—right now, go out 
and check your window dis- 
play and make sure that 
YOU have priced every pair 
on display! 


17 CHAIN stores penal- 


IN tonight’s ad on 
18 women’s styles play 

up “Winter styles.” 
Your entire store should be 
in holiday trim one week 
from today. Is everything 
ready to be put in place, in 
the windows and in _ the 
store? Is all special holi- 
day merchandise in stock? 


FRESHEN up your 
19 windows for today’s 

selling. Begin show- 
ing any of the special holi- 
day items that have ar- 
rived. And display them 
inside, on tables too. You 
should use more table dis- 
plays at holiday time and 
it’s none too soon to begin 
using them. 








TODAY’S' windows 
21 should play up 

“Smart Footwear for 
Thanksgiving’ and the 
Thanksgiving theme should 
be .carried out in price 
cards and backgrounds. 
Today would also be a good 
time to send out a letter on 
style footwear, advancing 
the Thanksgiving idea. 





store is now ready 

for holiday selling. 
All that remains is to an- 
nounce the fact with a good 
strong ad_in_ tonight’s 
paper. And why not get 
enough reprints of that ad 
so that you can distribute 
them to every house in 
town today too? 


2 5 PRESUMABLY your 


RUN an ad tonight 
22 on new footwear for 

Thanksgiving. Be- 
gin today to put the store 
interior in its holiday garb, 
making such  rearrange- 
ments of stock as are nec- 
essary to get your holiday 
lines out where they can 
be seen. Put up all interior 


IN going after the 
26 extra business at 

holiday time don’t 
lose sight of the fact that 
the bulk of your sales must 
still come from footwear. 
Have one-or two _ good, 
tempting “wondow specials” 
in footwear today—specials 
that will bring shoppers in 
to buy. 








GET everything 
23 ready today so that 

you can put in your 
holiday window trim to- 
night after the store closes. 
Then when you open Fri- 
day morning you will be 
ready for holiday selling, 
with only the minor details 
of price cards and stock to 
finish up. 





not require a com- 

plete rearrangement 
today, but the a 
should certainly be fresh- 
ened up. Have you played 
up party slippers in your 
window recently? Do it 
now, with a card suggest- 
ing they make _ splendid 
gifts. Play up house slip- 
pers too. 


28 YOUR windows will 








your best volume 

possibilities from 
now until Christmas. Keep 
it well displayed in your 
windows, and on tables and 
cases inside. See that 
salespeople suggest your 
“best buys” to every cus- 
tomer. And_ watc for 
“outs” on wanted sizes and 
colors! 


29 HOSIERY is one of 





IT’S not too late to 
30 add other good gift 

lines if you’ think 
the will sell in worth 
while volume. How about 
a flashy Christmas gift cir- 
cular printed in red and 
green and mailed out to 
your entire list this week? 
It will certainly help De- 
cember sales. 





With Thanksgiving past and December just around 
the corner, it’s time to consider ways and means to 
“Make This a Footwear Christmas.” Turn back to 
the Recorder of October 22 and study the suggestions 
for holiday promotion and holiday merchandising con- 
tained therein. Your volume and profits in December 
—and hence your record for the year—will depend 
largely on the kind of Christmas merchandising job 
you do in your store. 





Promotion of Late Fall Footwear 




















Sl le 


Douglas Fairbanks, Jr., First-National and 
Vitaphone Pictures. 





Illustration at the top of shoe group 

shows the medium full custom last, 

which is one of the men’s shoe 

Styles that is enjoying nation-wide 

acceptance this season, as revealed 

in reorders placed with many man- 
ufacturers. 


At the left is a new member of 
the custom last family, having ex- 
tra wide tread at the ball, narrow 
shank, narrow toe and extreme ex- 
tension at end of tip to create a 
still’ narrower appearance. 


At the right, a wing tip model 

showing the highly perforated and 

pinked style of decorative treat- 

ment which is much in vogue this 

Fall and will characterize many of 

the rugged shoes to be sold for 
Wiriter wear. 
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DIRAPES 


And Their Influence on Men's Shoes 


By HARRY R. TERHUNE 


With two months of Fall Selling 
as a guide, many men’s clothing stores sense a decided trend 
toward the English drape type of suit. In the larger centers, 
men are taking to the style much more than in the smaller 
cities. Even the larger conservative clothing houses are set- 
ting aside complete sections which are devoted exclusively to 
the drape models. 

There was no real action in drapes until this Fall, although 
fashion authorities predicted the trend early in the Spring. 
Actual sales the past few months prove conclusively that the 
style is here for some time at least and is not to be regarded 
as a mere flash in the pan. 

Drapes are selling well in all prices, from the one price 
houses of $17.50 to the better grades at $60.00 and more. 
Clothing men interviewed all expressed a good word for the 
style. 

The REcorDER gave pre-season style predictions in the 
August 27 issue. Present selling in both shoes and clothing 

[TURN TO PAGE 59, PLEASE] 



















































li. 





SON 
<Z 






Clans: 


SCPEE! 





——s 





















































Wn. 























Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 29, 1932 


High Cut Dresses 


By RUTH HARRINGTON 


The style representative of a 
New England firm recently came back from a 
tour of the country. On her trip she wore a pair 
of high-riding gore pumps. “Oh, yes,” said sev- 
eral of the shoe buyers with whom she talked, 
“these higher cut shoes are smart, all right, but 
we can’t sell them in our store.” 

Higher cut shoes, to be sure, aren’t so simple 
to put over as the more flattering pump styles. 
They take more promotion, more salesmanship. 
While the sophisticated customer may accept them 
at first glance, the average woman is not so easily 
attracted to the new footwear. But the store that 
makes up its mind it can’t sell higher cut shoes is 
passing up some good business this year. And 
when salesmen lose sales on oxfords and gored 
pumps, there is something wrong with that sales- 
manship. 

A practical argument, of course, in favor of the 
higher type is its fitting qualities. While even the 
best-fitting opera pump must be held on by the 
tension of the muscles, the higher line grips the 
foot naturally and relieves it of strain. But the 
fashion argument is even more important. 


9 cut high 
around the neck, sleeve interest placed high on the 
arms, hats high on the head, shoes high on the 
foot . . . these are the four chief characteristics 
of the winter season. 

The oxford, the monk shoe, the gored pump, 
the T-strap sandal, are the shoes that best balance 
the long line from collarbone to skirt hem. They 
“look right” in the fashion picture. And that 
fashion fact should be brought out in presenting 
them to customers. 

Even the short woman, or the woman with 
stout legs and ankles, can wear the oxford if she 
is shown the right type. The straight throat line 
is the most difficult one for her. Makes her foot 
look heavy in profile. But oxfords with down- 
sweeping d’Orsay lines are good. And if she is 
young she should be interested in the monk shoe 
or the side lace oxford, cut sufficiently low so that 
it will slip on without lace adjustment. This new 
shoe breaks up that difficult expanse at the side, 
lengthens the line of the leg and ankle and still 
gives that high-riding look that belongs to this 
season’s silhouette. 


THE HIGHER 
CUT PUMP 


with the lighter 
lines that will in- 
in importance to- 
wards the Spring. 


THE OXFORD 


with a plug insert 
in bands of con- 
trasting silk kid, 
giving a flattering, 
lengthened line. 


THE T-STRAP 
SANDAL 
showing the trend 


to concentrate cut- 
outs on the instep. 





The Fashion Reasow 
for 
Higher Cut Shoes 
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A striking yet simple shoe window display by Best & Co., Fifth Avenue, New York, in which a large number of styles are shown to excellent 
advantage without any appearance of overcrowding. 


Smart New Ways to Show 


S tyle 
Shoes 


There has been an extraordinary 
change in the treatment of shoe windows by out- 
standing shoe and department stores in recent years. 
It was inspired, no doubt, by the so-called modernistic 
school of architecture and interior decoration. It is a 
welcome change from the regulation style of window 
treatment with which we were familiar for many 
years. It is modern, distinctive and different. And 
fortunately it is a type of treatment that calls for only 
a moderate expenditure. Therefore it is in line with 
the present demand for rigorous economy in store 
operation. 

Characteristic of the modern trend in window treat- 
ment is the use of plain cubes and cylinders instead 
of the familiar types of plateaux and display stands 


Displays That Stop Traffic Need Not 
Be Costly But They Always Reflect 


the Imagination and Ingenuity of Some 


one Who Dared to Be Different 


long used to obtain the different elevations necessary 
for effective display. With these plain, modernistic 
fixtures, simple backgrounds in soft pastel tints are 
commonly used, and frequently a pointed sales mes 
sage in wood block letters painted in a contrasting 
shade. To obtain these backgrounds, ordinary wall- 
board is most commonly used, as this can be painted 
in flat tones and used again and again. 

Inexpensive duvetyns and other suitable fabrics 
are effectively used in windows of this type when 
hangings and draperies are required. In this way a 
wide variety of colorful effects are obtainable. Due 
to the plain and simple treatment of the modernistic 
style of window, the use of color becomes particularly 
important, and in this connection the shoe store will 
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This window display by Stern Brothers, 42nd Street, New York, is somewhat more elaborate and created a lot of interest a few weeks since. 
“Go Round the Clock with Pandoras” was the caption, the display featuring various styles in the Pandora line of women’s footwear. The 
modernistic representation of the clock-face was mounted at an angle and the small figures were carved from wood. 


need the assistance of someone who has a fairly com- 
prehensive knowledge of color in interior decoration. 
The reason of this is the fact that a false step in the 
combination of colors, or the selection of colors not 
well suited to the subject, may result in a weird im- 
pression that will ruin the effectiveness of the display. 
As we have suggested heretofore, one satisfactory 
solution of the problem for the shoe store which can- 
not afford the full time services of a display man is to 
engage some free lance window man serving a num- 
ber of stores to take complete charge of the windows, 
subject to the general direction of whoever is respon- 
sible for the sales promotion end of the business. In 
practically every city and good sized town there are 
window men who operate on this basis. But such an 
arrangement is sometimes impossible, and the store 
may find it advantageous to utilize the services of one 
of its own salesmen to plan and execute its window 
trims. A special study should then be made of the 
use of color and if necessary the display man should 
consult frequently with some interior decorator to 
make sure he is right. Modernistic windows can be 
made very effective through a proper and judicious 
use of colors or can achieve effects that are repulsive 
and horrible if the wrong combinations are employed. 
The store that adopts the modernistic style of win- 
dow treatment will find it necessary from time to time 
to build new fixtures, but these can usually be con- 
structed out of lumber or lumber and cardboard at 
relatively small expense, or many of them can be pur- 
[TURN TO PAGE 40, PLEASE] 


THIS WEEK’S WINDOW IDEA 


Trifles Make Perfection—And Perfection 
Is No Trifle 


war carefully the little things that help to make 
or destroy your window displays by the impressions 
they create on the people outside. 

Make it an unfailing rule to have your windows scrup- 
ulously clean within and without. Have the glass washed 
and polished frequently, the metal work cleaned and 
polished, the entire store front made bright and clean. 

Keep the windows and the fixtures clean within. Dust 
the floor of your window and the shoes and fixtures 
every day. Remember that a dusty window creates the 
impression of a store that is dusty, careless and slipshod. 
You can’t afford to give that impression. 

Give special attention to the appearance of the SHOES 
in your window. Shoes are your stock in trade. Unless 
you yourself treat them with respect, you cannot expect 
that customers will have high regard for them. Have 
them shined, polished or waxed to bring out the color 
and texture of leathers to best advantage. 

Devote a lot of time and thought to effective arrange- 
ment of shoes, so as to bring out the lines of lasts and 
patterns in the most pleasing way. The angle from which 
a shoe is shown makes a tremendous difference in the 
way it impresses the customer. Time and practice will 
enable you to achieve effects that are well worth while. 
Good display men always devote a lot of time and atten- 
tion to the polishing and finishing of shoes and their 
arrangement in the windows. 

Remember that good window displays are works of 
art. They cannot be achieved in a hurry. 
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Coercion by Violence Must Cease 


A stench bomb thrown 


into a shoe store on a busy Saturday morning cer- 
tainly spoils business for the day. A window doused 
with acid in the dead of night certainly damages the 
glass so that people cannot see the displays. Threats 
of violence against the owner or the employee 
certainly do not make for orderly consideration of 
business. 

All three attacks have been tried in the mid-New 
York City retail district. Prior to the assaults, de- 
mands had been made for “organization” of the help 
and payment of a membership fee. There is some- 
thing malicious and vicious in the sinister situation 
now confronting the retail shoe stores of New York 
City. 

These threats against orderly and honest store oper- 
ation must not prevail. There are fundamental rea- 
sons why they cannot prevail. First, the merchant, as 
a citizen, is in no mood for trafficking with vicious 
criminal rackets. 

The temper of the times is for the merchant to 
stand up in his own boots; to gather together fellow 
merchants in strong opposition of such tactics. It 
might have been the line of least resistance several 
years ago to have given in, and paid the tax to the 
racketeer because the merchant had so much to lose. 
But today, with every business in jeopardy through 
natural causes, he hasn’t the inclination nor the money 
to go through a sentimental softening process because 
it was the easiest way out of a damnable difficulty. 


F you make any store 


today pay a fee of $500 and assess each clerk $1.00 
a week for protection against violence, you are run- 
ning up against an irate citizen who will demand of 
his police full protection, and of his craft full co- 
operation. 

This is no day for rackets that live on the soften- 


ing of the fibers of American manhood. Men are 
men again, and ready to battle for the right to 


conduct an honorable business, in an honorable 
way. They will not pay tribute to violence. 

The sabotage of the past few weeks has been an 
irritant and an interruption—but it has not produced 
craft cowardice. The police department has supple- 
mented the demands of the citizen merchants and 
policemen—uniformed and ununiformed are all over 
the city, in stores and out of stores—for an example 
is to be made of the gangsters and thugs who have 
taken this path to easy and continuous money. 

No thinking man has quarrel with any group of 
workers who believe sincerely that “in union there 
is strength,” for there may have been recent examples 
of exploitation of labor in hours and recompense. 
Such correction must come through cooperation—not 
coercion. This issue is malicious sabotage, not the 
misguided action of a union of clerks—but an evi- 
dent sinister attempt at extortion through under- 
world forces. 


Seine sixteen substantial retail 
organizations selling shoes in New York have organ- 
ized the Retail Shoe Council. It is a spirited group 
of vigilantes that is going to see this thing through. 
They fear that if “racket organization” comes into 
the retail shoe industry that it will rear its venomous 
head in other cities as well. The Retail Shoe Coun- 
cil stands in a firm position, buttressed by the best 
of legal talent and the protection of the police force. 
It urges every merchant in New York City to stand 
for the right. It says in no uncertain language that 
it will fight, fight to the bitter end, no matter how 
long it takes nor the consequences. Here is the 
statement : 

“To protect themselves and their employees, a 
group of the larger retailers in the city have formed 
the Retail Shoe Council. Its purpose is to resist 
coercion in every form and to protect by every legal 
means the interests and rights of all retail shoe store 

[TURN TO PAGE 41, PLEASE] 
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Two Good Names 
how 


which, link e d t ogether, give la muninnd ine \\ 
the merchant assurance of (iG See 
the best in | 


QUALITY and SERVICE 


“Arch Preserver” shoes are scientifically con- o ire ; 
sai me of America’s leading 

structed to keep the feet well, giving the arch Sieniical dmenle tite ae 

and points of suspension correct support and wear. 

balance. They build business and sound repu- 

tations for their distributors. 













longest wearing sport sole 
and heel . . . slip-proof, 
water-proof. 







Likewise, GRO-CORD quality, even 


in these days of changing values, 






remains as always — uniformly 






high-grade. 





NON-SLIP 


BRO-LORD 


SOLES 






give long wear and comfort of Non- 


Slip—and have a great many ad- 






vantages no other sole has, without 


additional cost. 










FOR THE MASTER GOLFER 
No. 630—The Skokie Golf Grain ox- 
ford with outside saddle of contrast 
darker brown smooth calf; made over 
the Georgetown Arch Preserver last. 
a Cord Sole and Heel. 
STOCK, ase ae 
AA TH told B6% to D6tol2 
7% to12 C6 toll E6 toll 



















Illustrative Card 
to Show Your Customers 










“Why Gro-Cords Are Different” Catalog on request. 
E. T. 
Sent on Request Qecklond, er 







GRO-CORDS have been officially adopted by the Boy Scouts of America and by 
the Girl Scouts of America; and are approved by safety engineers when used on 






service footwear in various industries where slipping hazards predominate. 


THE LIMA CORD SOLE AND HEEL CO. 


LIMA, OHIO 


When writing advertisers please mention Boot and Shoe Recorder 
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By HARRY R. TERHUNE 
FIELD EDITOR 


Help make money for you too 


RIGINALLY this idea was made to order for the young fellows, high school boys and youngsters starting 

on their first jobs, in that it helped them to “save up” for a pair of new shoes. However, at the pres- 

ent time, the Partial Payment Shoe Club is being used by heads of families, and as a result many fathers will 
sport new shoes for Christmas who would not otherwise be doing so. 

The card explains the whole scheme. Part payments are made for shoes at the rate of 50c. a week. When 

the full purchase price has been received by the store, the shoes are delivered to the customer. This does 

away, to a large extent, to persons asking for credit. No objec- 

tion is ever made to the card being used to buy shoes for any 

member of the family. It is seldom that any but men take advan- 

tage of the method of getting new shoes, Percy Stewart tells me. 








FOR the second time within six months more than 2500 kids visited the children’s shoe department of Pizitz, 
Birmingham. Joe Dannis, manager of the department, has had unusually good success with the “Indian 
idea” of bringing children to the department and the second venture was a little better than the first one, he 
said. A large newspaper advertisement announced that Chief Taguihama would be on hand with souvenirs 
for all kiddies. 

“Some stores pull this idea but do not go in strong enough for it. I mean they advertise that souvenirs 
will be given kiddies but they put the restriction that they must buy a pair of shoes on the deal. That is all 
wrong. We've brought into the children’s shoe department over 2500 kids. They’ve seen the department, 

made their acquaintance and some of them bought shoes. But the main 
idea is to advertise the department,” Joe Dannis said. 

Incidentally, the Indian was not an Indian. Just an ordinary person 
playing a “Santa Claus réle. This shpuld be a strong promotion idea. 
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Vv CTHE wWoRLDY 
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y cSioneD 

A 7 LEATHER. 


It is— 


GOOD BUSINESS 


for the merchant to buy the best selling 
shade of brown, since . . . stock limitation 
and a rate of turnover above the average 
preclude the purchase of many variations 
of tan. So... we commend to your good 


judgment Color 88 of 


LUXOR CALF 


the most popular selling shade both in 
fine and medium grades of men’s foot- 
wear. 


At the fitting stool, shoes made of LUXOR 
Calf, stand the critical “eye-test” of both 
yourself (or your sales people) and of 
your customer :— 


1. Its fine grain with a tight break shows 
real quality as you crinkle the vamp with 
your thumb—indicative of sturdy wear. 


2. Its mellow characteristic is indicated by a 
glove-like feel—important for foot comfort. 


3. Its color tone is a rich autumn brown— 
easy to keep clean; holds a shine. 


You will do and build a better business if 


Fortune Style ; : you specify “Color 88—Luxor Calf” for your 
» Made o : 
Color 88 LUX- ; : . 

OR Calf, prime a ; best selling styles. 

oak_ bend sole, * : 

solid leather heel, 


widths A to D ’ 
sizes 5 to 12, retails : Color swatches sent on request. 


Richland Shoe Company 
Nashville, Tenn. 


(ir Ces tes Lr ATHrRQ CO, GIRARD Kelsile 
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O out and get the customers who cannot conveniently come to the store, is the policy of Chas. A. Kil- 
bourne, who has a children’s shoe store in Minneapolis. As a result, he “makes” the smaller cities, near- 
by. Takes along a full assortment of styles and sizes, so as to be sure of the fitting, too. 
Right after Thanksgiving time, a full line of children’s accessories is shown which are adaptable for holi- 
day present giving. 
Cards like the one shown are mailed to a selected list of customers and good prospects a week in advance 
of coming to town. Many new customers are made by this means, who would not ordinarily know of the 
store, especially those who have the hard-to-fit feet to contend with. 











og eae government postal card having the following message is quite effective when mailed to 
the regular customer of the shoe department of the Plymouth Clothing Co., Minneapolis, finds C. O. 
Hodgkins. 


Dear Friend: 
Just a brief message from our shoe department. A record of your size and width is on file. Another pair 


can be supplied when you are ready. A postal or telephone message will have prompt attention. 
Your patronage is appreciated. The Plymouth Clothing Co. 


A surprising number of men give the word to “send me another 
pair” from this simple reminder. Perhaps they fully appreciate 
the brevity of message, as well 
as its direct statement. 
Previous to the Christmas 
season, postals having to do 
with the men’s slippers is pro- 
“ductive of stimulating business. 











i. 


tome shoe men of Bedford, Indiana, banded together with the cooperation of a theater and staged a novel 
selling program. With each purchase of more than 50 cents, an equal amount of script was issued the pur- 
chaser. Regular sales days were held each Wednesday during the campaign, these days being rather slow 
anyway, and only on these days was the script issued. At the close of the stunt, articles were put up for 
auction at the theater, the merchants and the theater giving the prizes. 
And the script was the only medium of exchange. If some article were particularly desired, the person 
with the most script likely would be the high 
bidder. : fen 
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LATE FALL «& 
EARLY WINTER | ay 
LEADERS @ $= —— 


brown kid, the stitched design in becoming contrast. 
































IN STOCK 


© AND now come the beautiful Elfin patterns 
in kid leather to keep the pace set by the popular 
















THE TRIUMPH. In black satin kid or Indies 
brown kid with collar and strap of matching suede. 









Elfin suedes. Late Fall and early Winter will see a 
big demand for these chic kid models with their 






bas 
[ 
| 








charming stitch designs and attractive trimming. 





Elfin style and Elfin quality is the proved combi- 












nation that is making friends and keeping them. .. 









. proriiaeie line _ handle. THE CAROLYN. /n black satin kid or han 
brown kid with genuine Culcutta lizard inlays. 






ELFIN SHOES are priced to sell from 
$7.50 to $8.50 and they are In Stock for 


immediate delivery. . . . ~~ 


WIDTHS AAAA toC e SIZES 34 to 9 









WRITE FOR the Elfin In Stock Catalog. 






Wwerag ta": } 
oe lee te! 


é * . 
THE CORNELL. More popularly known as 
need’s Varsity Girl. In black glazed kid or Indies 


E. P. REED & CO @ ROCHESTER, N. y. brown calf. Our famous 58 last. 


When writing advertisers please mention Boot and Shoe Recorder 













. Standardize on 


This and 48 other styles in men’s and 
boys’ welts are carried in stock by 
G. P. Crafts Co. and the following dis- 


tributors’ list: 


.LAWRENCE M. PURCELL CO. 
1716 Arapahoe St., Denver, Colo. 
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G. 


Cvani Brand 


SIDWELL-DE WINDT SHOE CO. 


311 W. Monroe St., Chicago, Il. 


DIXON SHOE CO., 
343 Main St., Menomonie, Wis. 


SOLNIT, SHAPIRO SHOE CO. 


761 S. Los Angeles St., 
Los Angeles, Calif. 


HUTCHESON 
WHOLESALE SHOE CO. 


201 Garrison Ave., Fort Smith, Ark. 


NORTH COAST SHOE CO. 
425 Westlake Ave., N., Seattle, Wash. 


DUHON, BERRY & VINTON, INC. 


217 Tchoupitoulas St., 
New Orleans, La 
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CRAFTS CO. 


standardize on 


RUBY KID 


“Because i continued be satiofy their 
cuslomerd 


G. P. Crafts Co., of Manchester, N. H., have used RUBY KID exclu- 
sively in one of their “standby” lines—the KORN KURE—for a number 
of seasons. 


Being one of their most constantly demanded numbers, on which many 
customers steadily repeat, they consider it highly important that each 
pair maintain as consistently as possible its established quality and 


comfort characteristics. 


“RUBY KID satisfies us because it continues to satisfy our customers,” 
is the highly significant statement of this fine, old New England firm 
of men’s and boys’ welt shoe manufacturers. 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 
PHILADELPHIA 
BOSTON MILWAUKEE 
ST. LOUIS CINCINNATI 


ITS AN 
EVANS LEATHER 
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Ready-Made Copy: 


for Christmas 
Newspaper Ads 


GIFTS—LASTING AND APPRE- 
CIATED! 


There’s something delightfully per- 
sonal in gifts such as these, so 
expressive of friendly considera- 
tion. af 


COMFORT SLIPPERS 


In all the list of things to give at 
Christmas time there’s none we 
know that have been so popular 
for so long a time. Probably be- 
cause slippers convey so com- 
pletely the spirit of the Season. 


Vv 


CHOSEN TO PLEASE 


Here are four successful answers 
to your Christmas problems. Each 
of them is attractive, useful and 
lasting — a constant reminder of 
your thoughtfulness in choosing 
gifts sure to please. 

wv 


FOR A MAN’S CHRISTMAS 


If you are really interested in 
pleasing a man, here are gifts of 


PRACTICAL GIFTS 


The kind that will be specially 
welcome this Christmas. 
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“TO THE LADIES”— 


Gentlemen, (store name) suggests 
these certain ways to please the 
ladies on your gift list— 

v 


A DELIGHTFUL GIFT FOR HER— 
BUCKLES 

So lovely, so useable, it’s no 

wonder that beautiful buckles from 

(store name) are so eagerly wel- 

comed by many women. 


Be Ht Pe fo | gett 


le 


sv F 
a oF 





BUSY MEN 

and those to whom Christmas 
shopping for women’s gifts is a 
taskk, can please every one of 























ne lil 





Stockings—the ever-welcome gift. 
Slippers—make such luxurious gifts. 
Slippers as as Christmas. 
Sleepytime slippers for tiny tots. 


all year.— 
Hosiery—the gift of understanding. 
Of course she adores fine hosi 
Shoe trees for Christmas trees. 
leggin 


™ 


i,t 


Slippers for sentiment, and for comfort, 
too. 

A gift of slippers makes Christmas and 

Comfort slippers for home-loving hus- 
bands. 


As a footnote to your gift list—slippers. 
To delight the youngster— boots or 


iui 





atullullll 





them — and save both work and 
worry by giving (store name) 
hosiery. 


Vv 
WELCOME FOR THEIR 
WARMTH AS WELL AS 
THEIR SMARTNESS 


Why donate a useless something 

that satisfies no one when such a 

thoughtful gift as needed galoshes 

will tell her so splendidly of your 

thoughtfulness for her welfare. 
vW 


CHOOSING THE GIFT —DIS- 
TINCTIVE AND USEFUL 


Smart Hosiery is distinctive — a 
gift any women will welcome. You 
can choose single pairs or gift 
assortments attractively boxed. 


v 
SANTA SAYS: 


“There’s one gift that never goes 
out of date, because it’s something 
that everybody needs and every- 
body enjoys—slippers. 

Wv 


IDEAL FOR FAR-AWAY FRIENDS 


Easily mailed, and sure to arrive 
unbroken, (store name) hosiery is 
a perfect expression of your good 
taste, good judgment, and hearty 
well-wishing for far-away friends. 


HANDY PHRASES FOR HOLIDAY ADS 


Another way to a man’s heart; shoes 

- for his favorite sport. 

Slip slippers in his Christmas Stocking. 

For Daughters of Eve and Sons of Adam. 

1932 gifts must be useful, and attrac- 
tive too. 

From a thoughtful Santa Claus; rubbers. 

These are gifts any man will like. 

For Thrift givi suggestions. 

You make no mistake when you give 


him 

Wouldn’t you like shoes? So would 
others. 

Good for his sole—these comfortable 


slippers. 
Gift slippers for lucky feet. 





gs. 
Give a man a gift he will use—slippers. 


chy : 
Beautiful Buckles—gifts truly lovely. 








Boor AND SHOE RECORDER bs 
combining THE SHOE RgErTaiteR, Oct. 29, 1932. 33 








3 
ifs 
ral hh 
Lice 


rom Ff, 
- ¥ TP 


—— Lo 





Mayer-Israel Company 
NEW ORLEANS, LA. - 


This is one of New Orleans’ outstanding department stores. One entire 
floor of this magnificent institution is devoted to the servicing of juvenile 
shoes and apparel—and 


Poll-Parrot Shoes 


are sold exclusively there. 


Quite naturally, the Poll-Parrot all leather line is their choice since it is 
a complete line in every detail and embodies all the wanted features in 
high grade footwear. At the popular retail prices in each size run, 
Poll-Parrots show a splendid markup, a fast turnover, and a good profit. 





OM From infants to growing girls, the Poll-Parrot \, 
line will do an excellent job for the largest 
< operator in America. See this new fall setup a 
Poll-Parrot in juvenile footwear. Poll-Parrot 
Shoes Shoes 








ranch _of international Shoe 


For Boys & Girls ROBE RIS. oJ OHN s ON S§RAND For Boys & Girls 


ST. LOUIS, MO. 
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Baltimore Merchants Plan Welcome 


M.A.S.R.A. COMMITTEES 


EXECUTIVE COMMITTEE 


Wilkes-Barre, Pa. 
Washington, D. C. 
-— rstown, Md. 
hiladeiphia, o> 
Wilmington,’ De 


EORGE M. RM 
MILTON BENDHEIM 
Philadelphia, Pa. 


CAL J. MENSCH 


PLAN AND SCOPE COMMITTEE 


® we praren Chairman Lancaster, Pa. 
Uniontown, Pa. 
Pittsburgh, Pa. 


GENERAL CONVENTION COMMITTEE 


HENRY E. WYMAN, Chairman Baltimore, Md. 
GEORGE N. GEUTING Philadelphia, Pa. 
DAVID S. HIRSCHLER Norfolk, Va. 


DISPLAY COMMITTEE 


BW. SH mes, Chairman Baltimore, Md. 


Lancaster, Pa. 
Wiikes- Barre, 
Philadelphia, 


ALTER 
RUSSEL LL S. a. 
Wilmington, Del. 


. T. SAUTER 


PUBLICITY COMMITTEE 
H. DOWNEY, Chairman Baltimore, Md. 
MOSE LEIBOWITZ York, Pa. 


SPEAKERS AND PROGRAM COMMITTEE 


it ie Witenven Chairman Baltimore, _ 
a. 


ENTERTAINMENT COMMITTEE 


GEO ee M. GARMAN, Chairman 
H. E. JONES, Vice- Chairman Balt 
THORN PETERS 


MEMBERSHIP COMMITTEE 


+ KEBNEY. Chairman Baltimore, Md 


Johnstown, 


REGISTRATION COMMITTEE 


H. D. Leer ROweLt, Chairman 
R. H. GERHEIM 
MARK ARNOLD 


SIGN COMMITTEE 


HARRY GOODMAN, Chairman 


GEORGE N. SCHERER Baltimore, Md. 


NOMINATION AND ELECTION COMMITTEE 
HERBERT RICH, Chairman Washington, D. C. 
MORRIS BROWDY Pittsburgh, Pa. 
ALBERT SLESINGER Baltimore, Md. 

WALTER ROSENBERG R Va. 
ag SCHOMER mden, N. J. 
% N Bridgeville, Del. 


Phoenixville, Pa. 


Evahhionk and a spirit of 
cooperation evidenced by the twenty-six prominent 
shoemen who attended the recent meeting jointly 
called by H. E. Wyman, chairman, General Conven- 
tion Committee, and George Hess, chairman of the 
display committee, in an assembly room of the 
Association of Commerce Building in Baltimore, gives 
assurance of the success of the M. A. S. R. A. annual 
business meeting to be held, January 23, 24, 25,, 1933. 

Henry E. Wyman presided. He stated the purpose 


Erie, 
Phiiadeiphia, Pa. 


Philadelphia, Pa. 
imore, Md. 
Baltimore, Md. 


Eitteburen, Pa. 
yf opose ogg Va. 
Camden, N. J. 
Washington, D. C. 
yy ame one de _ 


Baltimore, Md. 
Johnstown, Pa. 
Lebanon, Pa. 


Baltimore, Md. 


for 


M.A. S. R.A. 


To Be Hosts To 1,000 Merchants at 
Annual Business Meeting in January 


~~ a 


of the meeting was to discuss the promotional plans 
and program for the M. A. S. R. A. annual gathering 
to be held in Baltimore, and to acquaint the local 
shoemen with the splendid progress already ac- 
complished. 

The Display Committee reported that at this early 
date already more exhibition rooms have been definitely 
reserved than were engaged November 1 last year. 
George Hess is chairman of the committee. 

President Dave Josephson emphasized the fact that 
all speakers will be requested to direct their remarks 
on subjects that will be interesting, educational and 
helpful to shoe retailers; that a more profitable mer- 
chandising policy for 1933 may be introduced and 
carried on successfully. Surely, present economical 
conditions call for radical changes in present day 
methods and business practices. Ballyhooing, frills 
and stunts irrelevant to merchandising will be tabooed. 

“We want a business session that is really construc- 
tive and helpful in bringing prosperity to retail estab- 
lishments,” said Mr. Josephson. 

Henry Moehlman of the Association of Commerce, 
J. V. Lobell of the Cavalier Corp., Elkan R. Myers 
of D. Myers & Sons, Cal J. Mensch, managing 
director, and others addressed the meeting. 

Some of the essential objectives advanced for dis- 
cussion at the annual meeting were a closer relation 
between manufacturers, wholesalers and retailers, a 
more flexible and equitable credit policy, and a con- 
centration plan of merchandise supply units. To en- 
courage independence of thinking, independence of 
action, independence of merchandising should be an 
objective, also merchandising policies commensurate 
with present day conditions, re-establishment of a 
standard of quality in merchandise, and a fair dis- 
tribution of the industry’s net profits to retailers, man- 
ufacturers, wholesalers, tanners and traveling men. 
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@ With the same profitable results that the farmers procure from the weather predictions 
of the United States Weather Bureau . . . in just as profitable a manner can the shoe 
merchants of America benefit by the style predictions made at the N. S. R. A. Conven- 
tion in Chicago in January. 

® Style is so elusive, fashion is so fickle . . . that it behooves every shoe merchant who 
is interested in holding the patronage of Mrs. and Miss America to know, and not 
merely guess, what is really “NEWS OF SHOES.” 

@ Hundreds of lines of shoes displayed at the N. S.'R. A. Convention will furnish a 
multitude of clues to enable every shoe merchant to judge for himself just what foot- 
wear fashions will be favored in 1933. The importance of Style-right footwear cannot be 
emphasized too greatly. As long as there is this thing called “style’—there will be 
women who will know it when they see it. 


For all hotel and display reservations apply to 
securing special certificate from railroad NATIONAL SHOE RETAILERS ASSN. 
agent when purchasing transportation. 8 South Michigan Avenue, Chicago, Illinois 


ALL RETAILERS INVITED! 


Special reduction jn railroad rates by 
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36 


Opposite 


the new 
Waldorf Astoria 


ft I LION 


1° and Lexington NEW YORK 


Abundant Health 


The best physicians advise regular exercise. No 
hotel in New York offers so many advantages for 
healthful and pleasurable indoor sports. You can 
select a room at the Shelton for as little as $2.50 per 
day and $50.00 per month upward, and have the 
same free recreational privileges as others occupying 
a magnificent suite. 



















Club features (free to guests): Swimming pool; gymnasium: 
game rooms for bridge and backgammon; roof garden and sola- 
rium; library and lounge rooms. 







Also bowling; squash courts and cafeteria. Reasonable Prices. 












KENT 


AUTOMATIC 
GARAGES, NEW YORK 















NOW OWNED AND OPERATED 





by the 






LEY GARAGE CORPORATION 



















The last word in eonveniqnse 
and safety for your car: 
occupies its own perticuler 
compartment: ethos 
offers every opportunity - 
for ee. hour, 
the day, month; ---~- 
with or without service. 
Rates /1522 monthly and. 
upwards.» - 

Expert repairs on all mente @ bl 
of carsae ® -*ee6 


next Se 


RENT COLUMBUS CIRCLE f 
GRAND CENTRAL 61 ST. and COL. AVE 
%4 ST.near THIRD AVE. Tel. COtumbus 5-0395 


Tel. MUrray Hill 2-0460 o 


Bene 


YOUR - CAR: NEVER. TOUCHED -BY: HUMAN - HANDS 
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Facts Straight from 






Boot AND SHOE RECORDER 
.combining THE SHOE RETAILER, Oct. 29, 1932 





Pertinent Opinions about 


Straight from the fitting stool 


come facts on the selling of men’s shoes. Two mer- 


chants were queriéd 


on the important points relative 


to increasing the interest of men in entering the shoe 
store. They were Louis F. Mueller, Mueller Bros., 


Towa City, Iowa, an 
ton, S: D. 


d William P. Hogan of Yank- 


What is the general attitude toward men’s shoes? 


was first asked. 


MUELLER: “There seems to be a feeling on the 
part of the men that prices should be lower. They 
expect, and want, quality, but they expect the prices 
to be lower, and very considerably, than they were. 
To sum it up, the men buyers want quality at a price. 
Men will ask us, ‘Will these shoes give good wear?’ 
Women seldom ask that question.” 


HOGAN: “The men’s business, generally speak- 
ing, has suffered more proportionately during the 
depression than any others. Women and children 
have come first and the men have had to take what is 


left, which in many 


cases has been very little. You 


know the story—just when dad thought he was going 
to get a pair of ‘kicks’ to replace those old patched-up 
ones, mother would have to have that ‘darling’ hat she 
saw down at Smith’s, and daughter would simply 


‘pass out’ if she did 


not get that new party dress for 


the next formal at school. 

“So it was the same old story: Dad took his old 
shoes down to the repair shop and had another patch 
put on them; he has already had them patched and 


repatched until they 
this Fall he is simply 
footed, and he will 
mencing to wonder i 


won't hardly hold another. So 
going to have a pair or go bare- 
not go barefooted. He is com- 
{ his co-workers are not talking 


about his P. A. (personal appearance) and if he is 
going to hold that job he has got to snap out of it 


and spend a little on 


himself, whether he wants to or 


not. Therefore look out for Dad this Fall and Winter, 
he IS GOING TO BUY A PAIR OF SHOES, and - 
he is going to the place that invites him with new 
styles and the price he wants to pay.” 

What price shoe-is most popular with you? 


MUELLER: “Shoes retailing at $5.00 are most 
popular. But even then, these shoes must have fea- 
tures with which the customer is fairly familiar. Style 


must be outstanding.” 
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the Fitting Stool 


Shoe Selling and Fitting 





HOGAN: “Men know values better than women. 
They look to the wear, fit and price more than their 
wives or daughters. We consider the $4.00, $5.00 
and $6.00 shoes to be in much demand.” 

Is it time to stop “cut prices”? 


MUELLER: “If by ‘cut prices’ you mean a policy 
on the part of the merchant which impels him to sell 
at a loss, it is most certainly high time. However, by 
an apparent ‘cut price’ on good merchandise—even 
though the ‘cut price’ be fictitious—additional sales 
may be stimulated because the public to a very large 
extent is price minded.” 


HOGAN: “The endless effort to undersell one an- 
other, regardless of profit, has reached the danger 
point. Big business as well as small is affected by 
this mania. With some rising prices in raw material 
the last few weeks, more effort should be placed on 
the quality of footwear that can be bought today at 
popular prices, rather than on price alone.” 

What can be done to stimulate men’s business ? 


MUELLER: “Retail business may be stimulated 
by getting more money into the people’s pockets to 
spend. I, you, and every other alive individual has 
an innate desire for nicer things. Self-preservation, 
however, is the deepest rooted instinct in man. When 
the fear of want and privation is allayed, the public 
will part with its money for the things which adorn 
the body. People generally have a deep-seated dis- 
trust of political parties and politicians and very many 
have lost confidence in government, State and Federal. 

Newspapers tell their daily stories of the exploita- 
tion of the common people by big business and 
financiers, and frequently by governmental officials, 
until the masses, already pinched by want, smart under 
the bitter realization of betrayal. When confidence in 
the financial structure of the nation’s business, in the 
nation’s banks and in the nation’s leaders returns, the 
attitude of the people will change and business will 
be better in better things. 

“The man of the street laughs cynically when he is 
urged by the administration to spend his money, with 
ten thousand banks closed, with dividends passed, 
with mortgages and bonds in default, with politicians 
in power who in many instances are demagogues in- 

[TURN TO PAGE 42, PLEASE] 















“Only $3 for all this?” 


You'll be surprised, too, when you see how 
much luxury and convenience you can en- 
joy at the Hotel Lexington for as little as 
$3 a day. 

‘And here’s another fact that’Il make your 
"expense account beam with gratitude —it 
~ costs only $1 a day more’ for twdipersons at 

the Lexington. A room which #$4$3 for one, 
for instance, is only $4 for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th Street 


NEW YORK CITY 
CHARLES E. ROCHESTER, General Manager 




















MEW eee 


the Dusie Shoe Clip 








Holds shoes in perfect shape and permits 
thorough ventilation. Retails for 25c. per 
pair—a price which every customer can 
afford to pay. ft i 

Dealers should sell a pair ih: ‘4 
with every pair of shoes. oo - o se 
Send coupon today for os” Saar “As” 
your initial order. or “ ave 


wt , Mag er i 
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Retailers in Shoe Style Huddle 


N.S. R. A. Style Committees to Meet 
October 31 to Deliberate on Fashions and on 
November | to Report on Styles and Leathers 


J. GORDON McNEIL 


Vee fashion trend in footwear 
and other apparel for the Spring and Summer, 1933, 
will be one of the predominating features of the Shoe 
Style Conference meetings at the Hotel Astor, Octo- 
ber 31 and November 1. 

Since the dates for these meetings were announced 
several weeks ago there has developed unusual in- 
terest among retailers, as well as stylists for manufac- 
turers and tanners and those acting for the textile 
tradeS. A number of manufacturers of lasts and de- 
signers of patterns have also indicated their intention 
to be present. 

Forward-looking members of the entire shoe and 
leather industry now recognize that these style con- 
ferences have a far-reaching effect in stabilizing style, 


and their continued support of them by their presence 

is indicative of their value and usefulness, as well as 

providing a clearing house for the latest information 
as to style trend at just the time the industry is eel 
tallizing its plans for a new season. 

The program arranged for the meetings has been 
prepared with the thought in mind of having it as 
practical and informative as possible. The essential 
features of the arrangements for both days are as 
follows : 

Monday, October 31—Style Committee conferences. 
All meetings at 10 a. m., Hotel Astor, New York 
City. 

General chairman, J. Gordon McNeil, Thayer-McNeil 
Co., Boston, Mass. 

Meeting Women’s Style Committee, College Hall. 
Chairman, J. Gordon McNeil, Boston; vice-chair- 
man, David Hirschler, Norfolk, Va. 

Meeting Men’s Style Committee, Room “A.” Chair- 
man, George N. Geuting, Philadelphia; vice-chair- 
man, Jesse Adler, New York City. 

Meeting Children’s Style Committee, Room “B.” 
Chairman, Clyde K. Taylor, Detroit ; vice-chairman, 
Maurice J. Yoskin, Philadelphia. 

Meeting “Volume” Committee, Room “C.” Chair- 
man, L. A. Shea; vice-chairman, E. C. Hyde. 
Following the morning meeting the committees, 

with stylists and other cooperators, will be guests of 

the Conference at luncheon at the Hotel Astor. 

Tuesday, November 1—Style and Business Confer- 
ence, new ballroom, tenth floor, 10 a. m., Hotel 
Astor. 

Opening address: J. Gordon McNeil, Boston, general 
chairman, Style Conference Committees. 

Address: “The Style Conference and Its Work,” A. 
H. Geuting, Philadelphia, president, National Shoe 
Retailers Association. 

Address: “Dramatizing Men’s Shoes,” George N. 
Geuting, Philadelphia. 

Address: “Sensing and Promoting Style in Men’s 
Shoes and Apparel, “William H. Weintraub, editor, 
Apparel Arts, New York City. 

Address: “Spring, 1933, Fashions,” Miss Kathleen 
Howard, fashion editor, Harper’s Bazaar. 

Address: “Merchandising Fashion,” Amos Parrish, 
Amos Parrish & Co., New York City. 

[TURN TO PAGE 59, PLEASE] 
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The Geo. E. Keith Company has brought suit in the 
U. S. District Court for the Southern District of New York 
against K & C Shoe Company, a manufacturer found in- 
fringing its Cabana design of shoe, patented by U. S. De- 
sign Patent No. D. 87,020. 


The Keith Company has also brought suit against Pol- 
lock’s, Inc.; The Pollock's Family Shoe Store, Inc.; Lou 
Pollock, Inc., and Bon Marche, North Carolina corpora- 
tions, all of these being retailers in several cities of North 
and South Carolina found displaying and selling copies of 
the Cabana design of shoes, infringements of the above 
patent. sg 


These measures are taken for the benefit of the Geo. E. 
Keith Company’s customers, to maintain for them the mo- 
nopoly of the Cabana pattern which has been granted by 
law by virtue of the above patent. 


| In each suit a decree of Court stopping sales is prayed, 
» with damages, statutory penalty and profits made by the 

infringer. 
GEO. E. KEITH COMPANY 


Manufacturers of Walk-Over Shoes 
Campello, Brockton, Mass. 


When writing advertisers please mention Boot and Shoe Recorder 
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Greatest Foot Clinic in the World 


[CONTINUED FROM PAGE 17] 


inged feet, “my first in three years.” 

Just then a young chap swung by us 
on crutches and called out: “Your new 
shoes, buddy?” 

“Naw, my pets,” retorted my com- 
panion, and, as the other passed out of 
hearing: “That chap was a stretcher 
case; now he can walk with crutches, 
but he can’t sit down. Some day soon 
when the “Doc” gets us tuned up we'll 
run a race down this street. Which of 
us do you think will win?” 

Then there is the child, not yet in her 
*teens, who when she is treated ever so 
tenderly by the doctor, moans as the 
nurse tries to comfort her—lI’ve seen 
men sit with their hands over their eyes 
and women sob aloud, but before she 
leaves the “circle” the child manages 
to call: “Thanks, do¢tor; good-bye.” 
And there is a suspicious moisture in 
the doctor’s eyes as he turns to his next 
patient. 

I have seen Dr. Locke press the dol- 
lar back into worn hands, refusing to 
be paid when he realized his patient, 
from her torn stockings and tattered 
attire, could ill afford even that small 
sum. And there is the story of a re- 
cent visitor who, greatly benefited by 
his treatments, proffered Dr. Locke a 
check for one thousand dollars, and 
when told his fee, remarked: “Keep the 
check, I can well afford it; I am a mil- 
lionaire.” Dr. Locke tore the check to 
shreds. “One dollar, please.” 

One Monday Mr. Mellon, brother of 
the American Ambassador to the Court 
of St. James, had his private car run 
on a siding at Morrisburg, and motored 
to Williamsburg. There, the doctor, 
who had forgotten his arrival in his in- 
terest in improvements on his barn, 
had to be sent for to attend the dis- 
tinguished. American. 


The most patient people in Williams- 
burg are the chair boys; in their strong 
young arms are carried cripples from 
motors to chairs and from chairs to the 
back office for “indoor” treatments. 
They never shirk and they never lack 
in courtesy. And Mrs. Fournier, the 
doctor’s: nurse, aids everyone. 

The Canadians are the most hospita- 
ble people in the world and their kind- 
ness is unlimited. All this part of 
Canada has been packed with people 
seeking Dr. Locke. Pleasant accommo- 
dations can be obtained in Morrisburg, 
6 miles away, where taxis take patients 
to the clinic if one does not have a 
motor. 

Only today I overheard a man and a 
woman, husband and wife obviously, 
who stood in line by my chair, say, one 
to the other “Now, listen, you watch 
his right hand as he treats us, and I'll 
watch his left, and we’ll learn how he 
does it!” 

Much good that will do them. 

Appreciating the viewpoint of a 
trained observer like Miss Natalie 
Sumner Lincoln, editor of the Daugh- 
ters of the American Revolution Maga- 
zine, we are able to see through her 
eyes the effect upon the public of the 
greatest foot clinic in the world. 

The foregoing article appeared in the 
magazine issued monthly by the Na- 
tional Society of the Daughters of the 
American Revolution; and we wish to 
express our thanks and appreciation 
for permission to republish both text 
and illustrations. 

Now let us turn to a short interpre- 
tation by Dr. Norman D. Mattison, con- 
sulting editor for the Boot and Shoe 
Recorder, who—in a way—fixes the 
responsibility for what happens at “the 





End of the Line.” 





The Shoe Man's Place at 
the Beginning of the Line 


By DR. NORMAN D. MATTISON 
Consulting Editor, Boot and Shoe Recorder 


Everyone in the shoe industry is in- 
terésted in the work of Dr. Locke of 
Canada. Many shoe men have gone 
there to make a personal study of his 
foot treatments, some have been 
treated by him. It has been suggested 
by one competent observer that this is 
“the end of the line,” as relating to 
fallen arches as a cause of arthritis 
“the worst economic disease and more 
prevalent than diseases of the heart.” 

What, then, is the “beginning of the 
line?” Why do fallen arches lead to 


arthritis and attendant ills? How does 
this all relate to shoes? The answers 
are both simple and expedient. 


Every 








one of: your customers whose feet are 
treated by Dr. Locke, or any other 
whose objective is to restore the struc- 
ture and mechanism of the foot, has 
some degree of “foot failure” before 
he develops arthritis or any condition 
related to it. 

But why does the foot “fail” at all? 
The answer comes back inevitably to 
this—feet never fail and arches do not 
break down unless shoes fail and break 
down first. 

The shoe man does not have to travel 
to Canada to demonstrate this fact. He 
may well stay at home and more in- 
tensively study the feet of his custom- 
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ers and especially the shoes he fits on 
them. 

If shoes are so solidly built that they 
hold their shape under all conditions 
of use, if shoes, because of their sub- 
stantial structure, help the foot to 
adapt itself to the demands of our 
modern civilization, then feet will not 
“fail” and arches will not break down. 

Shoe men and their customers may 
then stay home for an application of 
an old remedy, which promises now to 
become rediscovered after consider- 
able neglect—a remedy in shoes so well 
made that arches stay up and feet do 
not sag and fail, shoes that have the 
courage to say that utility should at 
least keep parallel with style. 

Then, and not until then, will the 
trend be less toward Canada and more 
into our local shoe stores, where the 
cause of “foot failure” should be re- 
lieved and cured by shoes that are so 
well built and so well adapted to the 
foot that they will continue unfailingly 
on their tasks as long as they are worn. 

This is the new “beginning of the 
line” in which all shoe men are inter- 
ested. Why wait for the “end of the 
line?” 


Smart New Ways 
To Show Style Shoes 


[CONTINUED FROM PAGE 23] 


chased from fixture houses ready-made. 
Some of them are available in styles 
that can be put together to form many 
different combinations. For example, 
cubes can be used to build rectangular 
plateaus or stands of several heights, 
as shown in the Stern Brothers window 
reproduced herewith. Similarly short 
cylinders can be built up to form pil- 
lars of varying height. In the Best & 
Co. window, also shown herewith, 
wedge shaped display stands of simple 
construction have been used to create 
an unusual and very striking display. 
The box type of display stand, in 
which shoes are shown in cube-like 
compartments that serve to focus at- 
tention on individual styles, is very 


useful and effective in modernistic 
windows. 

Dr. Locke’s Methods 

Not Uncommon / Lf. 


[CONTINUED FROM PAGE ii 





men have made the study of the human 
foot a part of their professional life. 
The anatomy of the human foot is in- 
cluded in the curriculum of the medical 
schools, but the treatment in health 
and diseases is not. Hence, the reason 
for chiropody schools and state laws 
governing same. 

This article is written to discourage 
foot-suffering people from spending 
their much depleted funds tracing 
down some miracle cure, because in 
most cases you have a doctor just a 
few blocks away who has excelled in 





his chosen field. 
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Coercion by Violence Must Cease 


[CONTINUED FROM PAGE 24] 


owners and employees in this city. Such protection 
will be given regardless of whether or not the indi- 
vidual store is a member of the Retail Shoe Council, 
and no effort is being made by the Retail Shoe 

Council to secure additional memberships. This pro- 
tection is now available to you without any cost. 

“We know that you will be glad to learn that with 
the vigorous cooperation of the police, arrests have 
been made and the defendants. held in heavy bail for 
trial in Special Sessions. The Retail Shoe Council 
will continue its protective action for all shoe re- 
tailers in the City of New York and requests that any 
retailers in the City of New York who feel the need 
of any assistance in connection with organized vio- 
lence, or who are approached by solicitors falsely 
_tepresenting themselves as agents of the Retail Shoe 
Council communicate immediately by telephone, mail 
or in person with either of the Council’s legal repre- 
sentatives whose names and addresses appear on this 
letterhead. Legal advice and assistance in connec- 
tion with such matters will be rendered by either or 
both of such law firms without charge to the in- 
quirer, and any questions regarding membership in 
the Council will be answered.” 

- The point at issue is whether “violence” in any 
form may be made the basis of “tribute” to be paid a 
“racket.” The merchants of America have their eyes 
on New York as to the ultimate answer. 


Politics and Economics 


It remains for the leaders of both political parties 
to straighten out the economic thinking of their ad- 
herents. We need a strong and steady management in 
the greatest business in the world. We need that as- 
surance if all small businesses are to be revitalized. 

Politics have been too much a business of social re- 
lations and not enough of a business of economic re- 
lations. It is difficult to whip up political enthusiasm 
over “a balance sheet,” but there certainly is that im- 
portant side to a government of a government. Maybe 
we are seeing a new sort of political campaign, one 
which encourages consideration of the government as 
a great business in which we are all shareholders. 
There is a deep, underlying conviction of just what 
the man and merchant wants to see in the capacity of 
management of this biggest business on the face of 
the globe. 

Now, it rests with both political parties to present 
their economic principles in such a way as to con- 
vince the majority of the people of this country that 
a better job in government is to be expected in the 
next four years. 





Better 
Shoe 
Fitting 


requires 
accurate 
foot measurements 


THE BRANNOCK SCIENTIFIC FOOT 
MEASURE shows, in terms of shoe size, all 
measurements of the foot at the same time— 
Heel-to-Ball; Heel-to-Toe; and Width. 


Brannock Measuring Devices are used as com- 
plete equipment in the shoe store at Williams- 
burg, Ontario, Canada, where Dr. M. W. Locke’s 


patients are fitted. 


Write for our booklet 
“Why Proper Shoe Fitting Is Vital to You” 


THE BRANNOCK DEVICE COMPANY 


321 South Salina Street Syracuse, New York 





Home. 


| pool, comfortable lounges, 








away from Home 


Enjoy real comfort, genial 
social life, free use of gym- 
nasium, beautiful swimming 


library, open air roof garden, 
restaurant. Separate floors 
for men, women and couples. 
Within walking distance of 
business, shops and amuse- 
ment centers. 
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Five minutes from Pennsylvania or 
Grand Central Stations 


A NEW 23 STORY CLUB HOTEL 


KENMORE HALL 


145 i 23rd STREET, NEW asa cry | 
Gramercy Park Phone. Gramercy 5-3840 | 
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Facts from the Fitting Stool 


[CONTINUED FROM PAGE 37] 


stead of statesmen and who are guided 
by political expediency instead of prin- 
ciple—but this man of the street keeps 
his cash in his pocket with the fixed 
resolve to make his dollar do double 
duty. This man wants value and he 
buys this value only when he is com- 
pelled to through necessity. He does 
not anticipate his wants until the im- 
mediate need arises. This man of the 
street knows that a spendthrift ideal- 
ism will not kindle his furnace, feed 
his family and clothe them and induce 
the doctor to sit at the bedside of those 
he loves. He knows, too, that at the 
end of the rainbow of politician’s 
promises there is no pot of gold, nor 
even a pot—much less two chickens in 
the pot.” 


HOGAN: “A forcible campaign to 
tell the buying public, that prices have 
never been so low for 30 years, the 
next move is upward, every housewife 
would do well to replenish her sheets, 
linens, dishes, blankets, furniture, as 
well as clothing at this time.” 

Suggest a good promotional plan. 


MUELLER: “As to _ promotional 
ideas: good goods, fair prices, fair 
treatment, good fitting. These should 
win in the long run. But the indus- 
trial chaos has resulted in the dumping 
of much high class merchandise on the 
market and much production of good 
goods at ruinous prices and much dis- 
tress selling. When these factors are 
removed, business will be helped. The 
man of the street frequently asks: 
“Why should nationally advertised 
quality be so expensive?” 


HOGAN: The public has been so 
confused with the hundreds of varieties 
of price slashing, that we are going 
to eliminate the prices from shoes in 
the windows for a period of a month. 
Our idea here is to create a desire for 
a certain pattern, which will bring the 
customer into the store, it is then that 
we have an opportunity to determine 
what price this customer can pay and 
show him shoes in that range. He may 
in passing a window glance at a ticket 
with a $7 price and turn and leave feel- 
ing that the balance of the shoes are 
in the same price range, without giving 
the window a thorough investigation. 

The views of three other shoe mer- 
chants from the Central States on the 
men’s shoe conditions are important 
additions to the foregoing. 


H. L. GREEN, Nichols & Green, 
Mason City, Iowa: 

“We think this is a time when great- 
er care and more patience must be 
exercised with our customers. Be care- 
ful on the prices. Have them lower, 
but not too low. The customers’ con- 
fidence is sometimes shaken with too 





great a price change. Make a profit 
on the shoes, and a perfectly legitimate 
profit. Not less than usual.” 


V. H. COOPER, T. S. Martin Co., 
Sioux City, Iowa: 

“In these days of decreased incomes 
most men are buying on a price basis 
and the store that successfully creates 
the impression that it has real values 
is going to get its share of the busi- 
ness. This has been proven in our case 
because since we have added the popu- 
lar priced shoes, a year ago in August, 
our sales to July 1 were ahead in 
volume of dollars and, incidentally, far 
ahead in pairs.” 


E. B. HARRISON, Iola, Kan.: 

“We feel that practically all of the 
water has been taken out of men’s 
salaries as well as stocks, by this I 
mean that we are all living within our 
means more now than we have for the 
last fifteen years. Men are going to 
buy shoes this fall after they get the 
kids started to school, and they have 
the money saved up for that purpose. 

Literally speaking we are all naked 
and barefooted, the surplus of shoes 
and clothing in the old closet down at 
the house has been depleted, and we 
look for a pairage increase this fall 
over last fall. 

We feel that there is more of a 
tendency toward better shoes, not nec- 
essarily price, but a better fit than he 
had last time in that make-shift pair 
he bought to tide him over. Con- 
sequently we play fewer styles and 
more sizes, and insist on selling a fit, 
and not just a pair of shoes.” 


Reports Good Business 


ATLANTA, GA—A. H. Nicoll, sales 
promotion manager for the Nettleton 
Shoe Company, was a recent visitor in 
Atlanta, spending a few days with 
Paul Barcroft, manager of the Nettle- 
ton Shoe Department at Zachry’s. Mr. 
Nicoll reports business conditions 
throughout the section as much im- 
proved during the past thirty days, and 
believes that the improvement is not 
merely seasonal but permanent. 


Ivan Shoe Store Opens 


New ORLEANS, LA.—A new shoe 
store has thrown open its doors to the 
public at 4115 Magazine Street. The 
name of this store is the Ivan Shoe 
Store. Robert Fendig, who is well 
known in the shoe circle, will be the 
manager and buyer. 

Mr. Fendig is sparing no expense to 
advertise the opening of his store. 
Beautiful souvenirs were distributed 
at the opening. 
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Opens Alliance Branch 


ALLIANCE, NEB.—A branch of the 
F. & M. Bootery has been opened here, 
with C. L. O’Connor as manager. 
O’Connor has been manager of the 
Chadron unit for four years. The 
store is modern in every detail. Pea- 
cock, Footsaver, Footfriend and 
Tweedie shoes for women are carried. 
The men’s department features the 
Freeman line, with Buster Brown and 
Classmates in the children’s section. 


Takes Larger Quarters 


MILWAUKEE, WIS.—Schmitt, The 
Shoe Man, for 48 years in business on 
Milwaukee’s north side, has moved to 
new and larger quarters at 2231 North 
Third Street. This store handles 
Florsheim, Musebeck ahd Crosby 
Square for men, Sherwood, James and 
Simplex for women, and Herbst Tom 
Boy and Doerman for children. A fine 
pair of chiffon hose was given away on 
opening day with every pair of 
women’s shoes sold. 


Logansport Store Incorporates 


INDIANAPOLIS, IND.—Articles of in- 
corporation have been filed with the 
Secretary of State here by W. H. 
Schroeder, Inc., of Logansport, Ind., 
formed to conduct a retail shoe busi- 
ness. The corporation has an initial 
capital stock of 50 shares having no 
declared par value and the first board 
of directors is composed of William H. 
Schroeder, Emma L. Schroeder and 
Henry Kammerer. 


Closing 


Daniell Bros. 


ATLANTA, GA.—With the recent sale 
of the Daniell Brothers store at the 
hands of the receiver, the stock of its 
shoe department is being closed out, 
along with that of other departments 


of the store. E. L. Ware, who was 
formerly manager of the shoe depart- 
ment, has resigned. He has not yet 
announced his plans, but it is under- 
stood that he intends to re-enter the 
shoe business in Atlanta. 


Birmingham Store Remodels 


BIRMINGHAM.—Following remodel- 
ing of the building, Herman Saks 
& Sons department store has _ re- 
opened for business under the new 
name of the New Herman Saks Store. 
The shoe department located on the 
third floor has been rearranged and 
Claude Brown retained as manager. 


Children’s Shoes Added 


BIRMINGHAM—The Hirsch Shoe Sa- 
lon, of. which Jack Davis is manager, 
has announced that a children’s de- 
partment will be placed in the store as 
soon as possible. The department will 
be located on the first floor with ladies’ 
shoes and the Pedicraft line will be 
carried. 
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PRINCESS 


Adds an air of distinction to fashionable footwear without 


adding to the cost. Princess Calf is light of weight .. . 
smooth surfaced . .. fine grained... with a soft, glovey 
texture. It makes beautiful black shoes . . . just as 


Rosebay Willow Calf makes fine colored footwear. 


MERICAN HIDE & LEATHER 
COMPANY 


BOSTON 
NEW YORK, N. Y. ST. LOUIS MILWAUKEE COLUMBUS PARIS, FRANCE 
LEICESTER, ENGLAND 
DOLLIVER AND BRO., SAN FRANCISCO 
AGENTS FOR THD PACITIC COAST AND ORIENT 
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NUMBER 2? 















































- Soaking, Milling, 


JT)\EPARTMENTAL orders to our 
warehouse in Philadelphia are 
not a mere authorization to release 
hand trucks loaded with a given 
number of bales of raw skins, 
Despite the unequalled quantity of 
skins we tan, here in the Surpass tan- 
nery we do not follow the usual prac- 
tice of putting all sizes and weights 
of skins through the chemical baths 
together. Uniformity can be main- 
tained and precise tanning made pos- 
sible only when an exact amount of 
chemical is applied to an exact 
amount of skin. Accordingly, our 
whole productive unit is geared to 
continuously sort, resort, weigh and 
reweigh all skins as they progress 
through the tannery . . . and this 
painstaking care begins when the 
warehouse breaks open each bale 
ordered and resorts the raw skins 


. Black and colored glazed hid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 


SURPASS 
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and 


before trundling them over to the 
“beam house.” 

Once in the “beam house” the first 
task is to treat the stiff, brittle skins 
in such a way that they will become 
soft and pliable again. 

When they arrive they are soaked 
in vats of water. Removed from 
these “soaking” vats, the skins are 
placed in huge, square boxes perfo- 
rated with holes . . . machinery is 
started . . . the boxes begin to turn 
over and over... and on each rota- 
tion the entire, heavy load of wet 
skins is thrown down upon itself. 
15 minutes to 134 hours of this thud- 
ding, jarring, “milling” make the 
skins thoroughly pliable once more, 
then clear water is turned in through 
the axles (which are hollow), the 
skins are cleansed while floating in 
the still-revolving drums, and after 


L y 


of a series of pen and camera sketches in a modern 
tannery, tracing the successive operations in the conver- 
® sion of raw goatskin into Glazed Kid. 


Trimming - 


15 or 30 minutes they closely approx- 
imate the condition of skins just 
freshly flayed. 

They are given to the “trimmers” 
and the “breaking” machine. With 
huge, razor-sharp knives, the trim- 
mers quickly and skilfully cut the 
ears and breast pieces off the skins, 
split open knuckles so they will lie 
flat, and trim off horns, hoofs, and 
any ragged edges that will not tan 
well. The skins are next fed into the 
“breaking” machine, where they run 
on a soft rubber roll under a huge ro- 
tary steel knife, continuously sharp- 
sned by an emery stone as it revolves, 
which scrapes and cuts excess pieces 
of fat and flesh from each skin. Now 
they are ready for unhairing. And 
on November 12th we will describe 
“liming” which precedes the actual 
mechanical process of unhairing. 


gth & Westmoreland Sts. 
PHILADELPHIA 
New York Boston Chicago 
Cincinnati St. Louis 


London (England) 


LEATHER Co. 
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NATIONAL NEWS 


>» HOW’S BUSINESS 4 


Dept. Store Sales Show Loss 


: WASHINGTON, D. C.—Preliminary 
figures of the Federal Reserve Board 
on the value of department sales show 
an increase from August to September 
of somewhat more than the estimated 
seasonal amount. The Federal Re- 
serve Board’s index, which makes al- 
lowance both for number of business 
days and for usual seasonal changes, 
was 68 in September on the basis of 
the 1923-1924 average as 100, com- 
pared with 66 in August and 67 in 
July. 

In comparison with a year ago the 
value of sales for September, accord- 
ing to the preliminary figures, was 18 
per cent smaller. The aggregate for 
the first nine months of the year was 
23 per cent smaller than for the cor- 
responding period of 1931. 
PERCENTAGE INCREASE OR DECREASE 

FROM A YEAR AGO 
Jan. 1 to 
September* Sept. 30* 
—23 
Federal reserve district : 


egg 

New York 
Dilladelphia 
Cleveland 


Richmond 


—15 
—16 
—21 
—28 
—12 
—11 
—23 
—17 
—10 
—12 


—22 


Minneapolis 
Kansas City 
Dallas 

San Francisco 


*September figures preliminary: in most 
districts the month had the same number 
of business days this year and last year. 


A total of 497 stores reported from 
221 various cities. 


13,000 Pairs Daily 


CHELSEA, Mass.—A. G. Walton Co., 
Chelsea, operating briskly, is getting 
out 13,000 pairs a day, with a fair 
volume of orders ahead. The firm 
makes school and play shoes, and also 
‘women’s shoes. 
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Wholesale Prices Advance 


WASHINGTON, D. C.—The index num- 
ber of wholesale commodity prices as 


computed by the Bureau of Labor Sta- 


tistics of the U. S. Department of 
Labor shows a slight increase from 
August, 1932, to September, 1932. 
This index number, which includes 784 
commodities or price series weighted 
according to the importance of each ar- 
ticle, and based on the average prices 
for the year 1926 as 100.0, averaged 
65.3 for September as compared with 
65.2 for August, showing an advance 
of about two-tenths of 1 per cent be- 
tween the two months. When com- 
pared with September, 1931, with an 
index number of 71.2, a decrease of 
8% per cent has been recorded in the 
twelve months. 

The hides and leather products 
group increased more than 3% per cent 
during the month, due to sharp in- 
creases in hides and skins and leather. 
Decreases were shown for other leather 
products, with boots and shoes show- 
ing practically no change in average 
prices. Textile products as a whole 
increased 5% per cent from August to 
September, all subgroups showing ad- 
vancing prices for the month. 

Between August and September 
price increases took place in 230 in- 
stances, decreases in 138 instances, 
while in 416 instances no change in 
price occurred. 


Know You Know ! ! 


Rights and lefts were first introduced into 
footwear modelling in 1876 by A. C. McGowan, 
who was then in Pittsburgh. 

Widths were introduced in 1876, but were 
not generally made until last makers devised 
standard measurements in 1886. 


C. H. Brown is credited with supplying the 
original idea for arch supporting models in his 
invention as carried out in the Arch Preserver 
shoes in 1909. 

Combination lasts were first produced in 
volume by the Hurley Shoe Co. on 1910. 








EVERY WEEK 


Georgia Factories Busy 


ATLANTA, GA.—Reports from shoe 
manufacturers throughout the State in- 
dicate the busiest fall season that they 
have enjoyed in a number of years. 
The J. K. Orr Shoe Co. in Atlanta re- 
ports that it is working full time in 
an effort to keep up with orders being 
received, while the Bona Allen Co. at 
Buford, Ga., is giving employment to 
1500 men in its shoe and harness de- 
partments—the largest number in the 
history of the concern and several hun- 
dred employees more than worked dur- 
ing the “boom days” of 1928 and 1929. 

This firm, too, is behind on orders and 
working at full capacity in an effort 
to catch up. 


Index Prices Decrease 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its index 
number of wholesale prices for the 
week ending October 15 stands at 64.4 
as compared with 64.9 for the week 
ending October 8, showing a decrease 
of eight-tenths of 1 per cent. The clas- 
sification “Hide and leather products” 
show a decline of 0.5 per cent for the 
week, or from 73.0 to 72.5. These index 
numbers are derived from price quota- 
tions of 784 commodities, weighted ac- 
cording to the importance of each com- 
modity and based on average prices for 
the year 1926 as 100.0. 


Ontario Plant Continues 


TORONTO, CANADA—New orders re- 
ceived recently appear to assure re- 
sumption of operations by the Weston 
Shoe Co. of Campbellford, Ontario, 
after one month’s holiday. The com- 
pany’s bondholders have agreed to ex- 
tend the life of the bonds which were 
issued four years ago and have formed 
a committee to cooperate with the man- 
agement of the shoe company. 











THE UNITED CUSHION HEEL 


MAKES FINE SHOEMAKING 
BETTER » ITS QUALITY IS AS 
HIGH CLASS AS ITS DESIGN 
» YOU CANNOT AFFORD 
TO MISS THE PRESTIGE IT 
WILL GIVE YOUR SHOES 


ITS PERFORMANCE ON FINE SHOES 


IN COMFORT AND 
WEAR IS AS FINE _ EVERYWHERE 


AS ITS APPEARANCE 


ut Ep 


ISTO 
HEEL 


MAKES ANY GOOD SHOE BETTER 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AN ALWAYS BUSY SHOP 


CHICAGO—“The Little Boudoir Shop” at 
Marshall Field and Company’s reports good, 
uninterrupted all-season activity. One reason 
for its success is the enthusiastic interest of 
the management in it. There need never be 
a dull season in this line, it was pointed out. 
School and campus outfits are followed closely 
by fall weddings, then come the holidays, 
southern travel, half-yearly sales, Easter, June 
weddings, vacation needs and back again to 
school requirements, the entire year offering 
numerous occasions around which to arouse a 
woman’s interest in extra buying. 


» TRADE DOINGS 4 


Machinery Exhibit at 
New York Show 


New YorK—An educational exhibit 
similar to that shown last year will be 
-installed in the large mezzanine parlor 
on the mezzanine floor of the Hotel 
Commodore by the United Shoe Ma- 
chinery Corporation during the Na- 
tional Seasonal Opening, Dec. 6 to 9, 
1932. 

The exhibit will contain a replica of 
the Smithsonian exhibit in Washing- 
ton, D. C., showing the detail of mak- 
ing Goodyear welt shoes, the machines 
required, the position of the operator 
when at work and the actual shoes 
themselves, beginning with pieces of 
leather which form the shoe upper and 
going from one operation to another 
up to the completed shoe. The de- 
scriptive cards used in connection with 
the various pieces give the exact story 
as the shoe progresses toward comple- 
tion. 

There will also be a comprehensive 
exhibit showing the various other 
methods by which shoes are made, not 
only at this time, but in the past, in- 
cluding shoes made by the use of 
wooden pegs; the standard screw; Mc- 
Kay sewed; turned; Littleway; stitch- 
down, and cemented. Much effort has 
been expended in arranging these ex- 
hibits in such a way as to make them 
readily comprehended by even the lay 
mind, and the story of progress in 
each one is carried through in sufficient 
detail to give an exact idea of all the 
important operations. 

An interesting group of shoes will 
be shown from the Historical Museum 
of the United Shoe Machinery Corpora- 
tion in its new building in Boston. 
Some of the most interesting and valu- 
able shoes in this collection will be 
shown, among them being a bedroom 
slipper of the Empress Elizabeth of 
Austria; jousting boot once worn by 
Henry IV of France, King Henry of 
Navarre; a shoe of Pope Pius VI; a 
shoe of the Archbishop of Trent, 1695; 
a boot left by Lafayette on his last 
visit to this country in 1828; boots of 
the Napoleonic period, together with a 
wide range of shoe from various coun- 
tries and various periods. 





Sorosis Stores Sold 


LyNN, Mass—A. E. Little shoes 
from Sorosis stores in New Haven and 
Hartford, Conn., and Toledo, Ohio, 
were sold at auction in the A. E. Little 
factories in Lynn last week, the bid- 
ding being unusually brisk. This sale 
cleans up all the shoes. More machin- 
ery and equipment is yet to be sold. 
The A. E. Little factories in Lynn and 
Newburyport, the Sorosis farms in 
Marblehead and certain properties in 
Cambridge, Mass., and New York City 
will be sold later, probably along in 
December. 

The Sorosis trade mark and other 
trade marks have not yet been sold. 
A statement to this effect is author- 
ized by R. C. King, auctioneer, ap- 
pointed by the U. S. Bankruptcy Court, 
to sell the assets of A. E. Little Co., 
Inc., and Sorosis Mfg. Co. 


Detroit Shoemen Meet 


DetTroit—For a change the regular 
meeting of the Detroit Retail Shoe 
Dealers’ Association was held in Wind- 
sor, Ont. Over 100 faced President 
Clyde K. Taylor as he opened the meet- 
ing. 

Dr. Walter Parker, Jr., of the Gor- 
don Ground-Gripper-Shee Co., chair- 
man of the entertainment committee, 
did a complete job in providing the 
entertainment, and was ably assisted 
by Walter Olson, of the J. L. Hudson 
Co.; James Ertel, of Ertel & Buttler, 
and James Wilson, once a national di- 
rector of the N. S. R. A. and now man- 
ager of the Fort Shelby Hotel. 

National Director, Mike Mittelman 
was as usual on the job with his enter- 
taining remarks that brought roars of 
applause and cheers when he men- 
tioned Detroit as the logical place for 
the 1934 National Shoe Retailers con- 
vention. 

Ed. Stocker, vice-president of the 
Michigan Mutual Shoe Dealers Fire 
Insurance Co., veteran shoeman and 
tireless worker of the Detroit Retail 
Shoe Dealers Association, made some 
constructive remarks, 


Files Bill of Complaint 


Boston, Mass.—A bill of complaint 
has been filed in the Superior Court, 
Suffolk County, Massachusetts, by the 
Deauville-Palatine Corporation of New 
York against the Premier Leather Co. 
of Boston. 

The bill of complaint alleges that the 
defendant, Premier Leather Co., 
adopted the name “Marcille.” 
name “Marcelle” is the property of 
the Deauville-Palatine Corporation. 

The complaint further avers that 
substantial damage has resulted and 
will result from the continued use of. 
the trade name “Marcille” by the de- 
fendant, and the complainant therefore 
asks for injunctive relief and damages. 


The | 
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in Black Calf 


SELL 


A PACKARD 
AT 
$5 and $6 


A shoe made by past masters in the 
heart of the men’s fine shoe district 
—a shoe with fifty-seven years of 
high reputation—a shoe made and 
sold on principle, as well as price. 
In short, the only kind of shoe you 
can trust with your reputation. 


Your customers expect yesterday’s 
high quality at today’s lower prices. 
Sell 


THE 


SHOE 


57 STYLES IN STOCK 
AAA to E — 5 TO 13 


CATALOG ON REQUEST 


M.A. PACKARD 
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PIII oso KEKKK 


HAND-TURNED 


“THE BEST 
SLIPPERS 
MONEY 

CAN BUY” 


You offer Evans standard 
slippers to your customers 
with that statement. 


Fine craftsmanship and su- 
perior materials have charac- 
terized Evans slippers for 
over forty years. 


Thirty-two styles are con- 
stantly in stock in standard 
colors. A wide variety of 
novelty slippers are made to 
order. Both retail at $3, $4 
and $5. 


Prepare now for the best 
slipper season by writing for 
an Evans catalog—illustrated 
in rich colors. 





IN STOCK 
No. 1405 
Tan Kid Opera 
No. 1406 
Black Kid Opera 
$1.90 





IN STOCK 

No. 1435 
Tan Kid, Brown Kid 
Trim Opera 


No. 1436 
Black Kid, Patent 
Trim a 


L. B. EVANS’ SON 
COMPANY 
WAKEFIELD, MASS. 


BOSTON NEW YORK 
10 HIGH ST. 47 W. 34TH ST. 


HAND-TURNED = HOUSE SLIPPERS 
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FARR BROS. PRESENT GREAT STORE 
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Morning at 8.30 
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Allentown, Pa.—After months of remodel- 
ing, Farr Bros. Co. opened their store Oct. 
26 with a real celebration. The store has 
beautiful new display windows that are the 
last word in modern store construction. Many 


innovations expressly planned for the conven- 
ience and com of the patrons -were in 
evidence. The slogan “Better Shoes by Farr” 
was much in evidence in the promotion work. 
The public response was most favorable. 








Sues to Protect Patent 


BROCKTON, MaAss.—Determined to 
protect Walk-Over dealers from what is 
considered unfair and illegal use of the 
Cabana design, the Geo. E. Keith Com- 
pany has brought suit in the United 
States District Court for the South- 
ern District of New York against a 
New York manufacturer alleged to be 
infringing this design of shoe, patented 
by U. S. Design Patent No. D 87,020. 

The Keith Company has also brought 
suit against several North Carolina 
corporations, all of these being retail- 
ers found displaying and selling what 
are considered to be copies of the Ca- 
bana design. 

These measures have been taken to 
maintain for customers of the Geo. E. 
Keith Company the monopoly of the 
Cabana design protected by the above 
patent. 

Only last week acknowledgment of 
error was made by a New England 





manufacturer who hdd been producing 
imitations of this design and who has 
agreed to cease manufacture of such 
imitations. 

The Walk-Over Cabana has been 
widely advertised in newspapers and 
magazines throughout the country and 
the fact that more than 200,000 pairs 
have been manufactured and sold testi- 
fies to its popularity and indicates why 
the Keith Company is protecting its 
patent so vigorously. 


File Suit 


MILWAUKEE, Wis.—The X-Ray Shoe 
Fitter, Inc., Milwaukee, of which F. L. 
Weyenberg is president, has filed a 
patent infringement suit in Federal 
court against Fred Schmidt and H. G. 
Fischer & Co., Inc., Chicago, the local 
firm alleging its rival infringed on 
patents on a device for X-ray examina- 
tion of a shoe clad foot. An injunction 
and accounting of profits are asked. 











Pe a a he ra’ 


Rm w= 2m oe eee ee et etl CM 


onze Am 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 29, 1932 


October Good in Dallas 


DALLAS, TEX.—More pairs of women’s 
shoes are being sold in Dallas this October than 
in October, 1931, according to buyers at Volk’s 
store, Sanger Bros. and Neiman-Marcus Com- 


pany. 














>» WHAT’S SELLING? 4 








New Hand Bags Featured 


Cuicaco—“Edwardian” is the name 
by which some of the new season’s bags 
are distinguished as well as_ shoes. 
These are made to go with shoes in sets. 
Calf-skin, pin-calf, veil-dot, Morocco, 
patent leather, a new crépe and rough 
wools are some of the materials. Some 
have suede cut-outs and a baby talon 
fastener. Satin linings are popular. 
Colors are mostly black and brown with 
beet-root and some bright colors. 

One of the State Street windows of 
Mandel Brothers is featuring gloves, 
as an ensemble with shoes in place of 
the usual bag. They are well selected 
with respect to the shoes they accom- 
pany. Attention is called to the fact 
the shoes and gloves were bought with 
the ensemble idea in mind. 





Billingsgate Hats 


Boston, Mass.—They’re of leather, 
shoulder stock, like what’s used for 
welting or counters. The leather is 
molded over a block of wood, like the 
upper of a shoe over a last. And 
there’s a wide brim, with a bead on the 
brim. The fish porters of Billingsgate 
in England wear them to save their 
heads, also to stop water from drip- 
ping down the backs of their necks. 
There’s a style! Why not a few hats 
of leather of the Billingsgate style? 
Yet, come to think of it, don’t the foot- 
ball players wear leather hats, and 
shoes to match, both muddy? 


Lace Clocks Selling 


CINCINNATI—Leah Benner, assistant 
stocking buyer with the H. & S. Pogue 
Co., says that lace clocks at $1.35 to 
$1.95 have been one of the season’s 
best sellers. Non-runs at $1.35 are 
also proving very popular. 

Colors liked best by Cincinnati 
women are the neutral shades and 
soft browns. Black walnut to be worn 
with black costumes is a favorite 
color. Plain chiffons never fail in 
popularity. 








Foxings Are Good 


BostoN—Foxings, of grain leather, 
are often put on quarters of the shaggy 
suede shoes that young men are wear- 
ing. The practice is good. When a 
fellow drives an automobile there’s 
wear on the quarter, and the suede 
quarter might get worn smooth if it 
weren’t for the foxing. Cuffs on 
trousers also might wear suede quar- 





ters smooth. And some men kick their | 


heels as they walk, and that also would 
wear away the nap of suede. So the 
foxing of grain. 





Suede Still in Demand 


CuHicaco—About forty per cent of 
the shoes selling right now are in 
suede, both black and brown, according 
to T. T. Metzel, president of Cutler 
Shoe Co. It is expected that these will 
remain good throughout November. 
Alligator is another item selling well 
here. 





Browns Popular 


PROVIDENCE—The men’s shoe line 
here, while showing black the favorite, 
finds beet root brown selling well. The 
darker shade of brown appears to be 
more popular, according to several re- 
tailers, than lighter shades. 





Buys Part Interest 


ALHAMBRA, CAL.—Announcement was 
made today by Mrs. Raines of the 
Raines Shoe Store of the purchase of 
a part interest in the business by B. S. 
Mace. 

Mrs. Raines stated that the entrance 
of Mr. Mace into the business was 
necessary by the increased volume of 
business and the necessity for someone 
to aid her in the conduct of the busi- 
ness. 

Mr. Mace has been identified with 
the shoe business for the past 20 years 
as buyer for the Stewart Dawes Shoe 
Co. of Los Angeles. 

Mrs. Raines and Mr. Mace declared 
that the present policy of the Raines 
Shoe Store would be continued and 
that the high quality merchandise and 
careful fitting service would be given 
as in the past. 

E. H. Schultz, a specialist in foot 
correction and shoe fitting, will con- 
tinue. 





Abe Brown Retires 


STEUBENVILLE, OHIO — Announce- 
ment is made of the retirement of Abe 
Brown, one of Steubenville’s best 
known shoe merchants. Mr. Brown, 
who built up a successful business 
here, recently acquiring a store at 
Fifth and Market Streets, has dis- 
posed of his interests to the Thrift Shoe 
Co. The transaction, it is understood, 
involves the Brown Shoe Co., the 
Kirby Shoe Store and the shoe depart- 
ment of the Fisher Bros. store. 





Opens With 20 Salespeople 


INDIANAPOLIS, IND.—Burt’s shoe 
store opened here at 35 East Washing- 
ton Street. Ralph Snyder, formerly 
with Edison Brothers, Inc., in Detroit, 
will have charge. Milton Fielding, 
formerly in Louisville and Detroit with 
the Edison company, will be assistant 
manager. Twenty persons will be em- 
ployed by the store. 
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“For Your 
Toes’ Woes” 


A slogan that is Nationally Famous 
—the keynote of comfort found in 
“Ye Olde Tyme Comfort” Shoes. 
These good staple Turn shoes are 
known everywhere as dependable, 
profitable sellers—universally satis- 
fying to the wearer and the mer- 
chant. 


“De Olde Tyme Comfort.” 











No. 117—Blk. Kid Open Throat Tie, 
Leather Lining; 211 Last; 10/8 Heel. 
In stock A to E. Price $2.50. 


“Pe Olde Tyme Comfort.”’ 





No. 113—Blk. Kid Closed Throat Tie, 
Leather Lining; 205 Last; 13/8 Heel. 
In stock A to E. Price $2.50. 

e 


Sign 


UeOldeTume \ 


Comtort Shoc/y 





A Complete Catalog of ‘‘Ye Olde Tyme 
Comfort Shoes’’ is ready for you. Write 
for your copy today. 


LUNN AND SWEET 


DIVISION AULT-WILLIAMSON 
SHOE CO. 


AUBURN, MAINE 
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BUNNIES, TURNS and PREWELTS 
SHEEPSKIN SLIPPERS 
For Men, Women and Children 


B. & B. SHOE CO. CHICAGO 
NEW YORK OFFICE—1350 BROADWAY 
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Men’s Shoes 
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“Tlettfeton 


Shoes Now Retail $8.50 Up. 
A. E. NETTLETON CO. 


N. Y. 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
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Believe It or Not 


LOUISVILLE—Two one-legged men walked 
into shoe store of J. Zoll and Son, 1136 W. 
Market Street. As one had a right foot and 
the other a left, and the both wore the same 
size they bought a pair of shoes together, one 
taking the right, the other the left, each pay- 
ing half the price of the pair of shoes. 


Increases Capital Stock 


PROVIDENCE—The Sullivan Co. has 
increased capital stock from $12,000 to 
$50,000, according to a recent charter 
amendment. 





OBITUARY 





Joseph E. Gnau 


LOUISVILLE—Joseph E. Gnau, 57, 
conducting a shoe store at 724 Seventh 
Street under the name The Leib Shoe 
Co., died Monday at the St. Joseph’s 
Hospital as the result of an operation. 


Louis A. Gooding 


CoLumsBus, OHI0—Louis A. Gooding, 
aged 67, who operated two retail shoe 
stores in the north section of Columbus 
for 25 years, but more recently was in 
the real estate business, died at a local 
hospital following an illness of several 
months. He leaves his wife and a son. 


Horace Kempton 


PHILADELPHIA — Horace Kempton, 
son of the founder of the last and pat- 
tern firm of C. C. Kempton & Son, 
died on Oct. 12. Mr. Kempton had 
been ill for some time and died as the 
immediate effect of a surgical oper- 
ation. He was a member of the firm 
and was well thought of in the trade. 
A widow and daughter survive. 


Albert S. Houston 


MILWAUKEE—Albert S. Houston, 55, 
former vice-president of the Kropp 
Shoe Manufacturing Co., suffered fatal 
injuries as the result of an automo- 
bile accident near Ravenna, Wis., Oct. 
18. He was traveling for the Huth & 
James Shoe Co. at the time of his 
death, having been connected with 
that firm for the past five years. The 
same territory has been worked by Mr. 
Houston close to 30 years. His widow, 
three daughters and a son survive. 


Roy S. Van Sickle 


CoLuMBus, OHI0O—Roy S. Van Sickle, 
a well known traveling salesman, died 
from an internal hemorrhage recently 
while being taken to a specialist by his 
family physician. He was 52 years of 
age and his latest connection was with 
the Canno Shoe Co. He suffered a 
slight hemorrhage several weeks ago, 
but was believed to be recovering and 
he was arranging to go on his terri- 
tory. He leaves his wife, one son and 
a daughter. 
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Logan Wolfsperger 


CANTON, OH1I0—Logan Wolfsperger, 
45, for several years manager of the 
Hanover Shoe Co.’s retail store, died 
Wednesday, Oct. 19, in a Canton hos- 
pital from injuries received when he 
was struck by an automobile. He had 
long been active in Masonic affairs in 
Canton, and headed one of its blue 
lodges. 


Robert L. Gilbert Dies 


PoRTSMOUTH, OHIO—Robert L. Gil- 
bert, aged 63, formerly a retail shoe 
dealer in Portsmouth and in later years 
traveling salesman for a number of 
shoe factories, died Oct. 10 after an 
illness for almost a year. He under- 
went a major operation at Mercy Hos- 
pital eight weeks ago and never re- 
covered. His last trip as a salesman 
was made in August, this year. He 
leaves his wife,*a son and a daughter. 
The son, Robert, Jr., is an executive in 
the Selby Shoe Co. plant. 


Arthur M. Barber 


AkRON, OHIoO—Arthur M. Barber, 
68, manager and buyer of all hosiery 
departments of the M. O. Neil Co. de- 
partment store, died at his home in 
that city Tuesday, Oct. 18, following a 
lingering illness. He had been promi- 
nent in business and Masonic circles 
during his residence of 40 years in 
Akron. He had not been active in the 
management of the departments since 
last February, when he became ill. 

In 1895 Mr. Barber joined the M. O. 
Neil Co. in a managerial capacity and 
continued as manager of various de- 
partments until his last illness. 

He is survived by his wife and three 
daughters. Funeral’ services and 
burial were held in Akron. 


Chester E. Bufferd Dies 


TORRINGTON, CONN.—Chester Ed- 
ward Bufferd, 14-year-old son of Mr. 
and Mrs. Samuel Bufferd of 121 Church 
Street, died at the Massachusetts Gen- 
eral Hospital in Boston on Oct. 7. 
Death was due to septicemia resulting 
from a boil. 

Telephoning to Torrington on Tues- 
day evening from Phillips - Exeter 
Academy in Exeter, N. H., where he 
was a student, Chester congratulated 
his mother on her birthday and men- 
tioned that he had been playing foot- 
ball and was tired, but said nothing 
about being ill. At noon Wednesday 
the family received word from the 
academy that he was seriously ill, and 
request was made for permission to 
consult a specialist. Members of the 
family hurried to Exeter at once and 
the boy was removed to the hospital in 
Boston. 

Surviving are his parents, who con- 
duct Bufferd’s Shoe Shop at 58 Main 
Street, and a sister, Esther Lillian 





Bufferd. 
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SHOE LACES 


FOR RAPID SERVICE 


To give faster service on all shoe lace 
orders we now distribute to the trade 
through our selling agents, the United 
Shoe Machinery Corporation. 


We manufacture a complete line of 
glazed, soft-finished, rayon, and mercerized 
laces, and branch offices located in every 
important shoemaking center carry repre- 


sentative stocks. 


By communicating your lace needs to 
the nearest branch office your order is 
assured immediate attention. Special atten- 


tion is given to all emergency orders. 


SHOE LACE COMPANY 


(Successor to Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 





WHERE TO BUY 
Ballet Slippers 





BLACK KID BALLET 
SLIPPERS 


Soft and Hard Toe 
Ladies’ 2 to 8 
Misses’ 11 
ayy to 11  titgse 1.25 
‘oe $1. r r 
Rott Cc 


H 
50 N. 4th St., Philadelphia 














Pat. Number 
1,872,641 


Duro - Toe! 


Tee Slipper 
Supreme 


Invented by Capezio, this 
Slipper cannot be 
equalled in durability, 
comfort or value. Hard 
Toe Box construction is 





Send for 
catalog. 


ey At lowest prices 

history —- famous 
a. Arch Hard 
Toe Slipper to retail 
at $3.95. 


CHICAGO STOCK 
DEPT. 
159 No. State St. 
LOS ANGELES 
STOCK DEPT. 
1951 Hillhurst Ave. 








Im Stock Black Kid 
Ballet — Left 
= 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 











WHERE TO BUY 


Sport Footwear 





ani RO) sT 
‘ON, MAINE 


GH. BASS & CO. 
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WHERE TO BUY 


Shoe Forms 


1 ll i eli ein 


I Jarry Jorms| 
FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 


FAIR.YLITE : 
Shee Form Co. Ine., Auburn,N.Y. 


rere. 
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L. BAMBERGER & CO. SHOW SHOES IN MAKING 


This picture shows the Julius Gross- 
man display featuring Pedemode 
Feminine Footwear in the making as 
erected in the shoe department at L. 
Bamberger & Co., Newark, N. J. 

This display shows the shoes being 
lasted, made and finished. The men in 
the picture are from the factory and 
each an expert in his particular phase 
of shoemaking. 

Along with the manufacturing proc- 


Shoe Man Is Model 


ATLANTA, GA.—W. W. Dickson, man- 
ager of the ladies’ shoe department for 
the George Muse Clothing Co., is re- 
ported to be considering taking on 
work as an advertising model as a 
side line. Mr. Dickson recently posed 
for a new Manhattan shirt model ad- 
vertised by Muse’s, and his picture, five 
feet square, was featured in a window 
display by the store. Mr. Dickson has 
had to endure a considerable amount 
of kidding about it, but, when all is 
said and done, it isn’t every shoe de- 
partment manager who is handsome 
enough to be selected for this sort of 
thing! 


Ex-Shoe Man Honored 


NEw ORLEANS, La.—Col. Seymour 
Weiss, the general manager of the 
Roosevelt Hotel, is now president of the 
New Orleans Dock Board. Ten years 
ago the Colonel was manager of the 
means department of Crossett Shoe 
Store in St. Charles Street. Leaving 
the shoe business he connected himself 
with the Roosevelt Hotel as assistant 
manager, rising to his present position 
as general manager of this popular 
hotel. 

The Colonel is well liked by the trav- 
eling men and always takes care of 
the “Boys.” 


ess, there was given in this display a 
complete story of the making of a shoe 
showing the various parts, the mate- 
rials, etc. The shoes which were made 
in the Bamberger store by the shoe- 
makers were sold in the shoe depart- 
ment on the fourth floor. This display 
was set up for one week, but so great 
was the interest shown by the cus- 
tomers that it was kept over for an 
extra week. 


On N.S.C. Committee 


CHICAGO.—Two shoemen have been 
elected to the Executive Committee of 
the Tanning and Leather Industries 
section of the National Safety Coun- 
cil: Harry W. Ekins of the Brown 
Shoe Co., is vice-chairman and Hubert 
L. Clover, The International Shoe Co., 
is Program Committee Chairman. Both 
men hail from St. Louis. 


Store Bookkeeper Left Fortune 


CINCINNATI.—Mrs. Lucetta Gustin, 
bookkeeper for the Florsheim Shoe 
Company, 527 Vine Street, was the 
happiest woman in Cincinnati when 
she was informed that she had fallen 
heir to a fortune estimated at $40,000 
left her by an aunt in Michigan. 


Tanner Joins Byck Bros. 


ATLANTA, Ga.—S. D. Tanner, well 
known retail shoe executive, has been 
appointed manager of the children’s 
shoe department of the Byck Brothers. 
Mr. Tanner thus returns to an old em- 
ployer, as his first connection in the 
shoe business was with Byck Brothers. 


L. Platkin Goes to Dallas 


Dauias, Tex.—L. Platkin of St. 
Louis is the new manager of the 
Chandler Boot Shop, 1518 Elm Street. 
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RALSTON HEALTH SHOE, Stock No. 107, mfg’d by Doyle Shoe Co., Brockton, Mass. 
Hubschman’s Black Tandrite Calf 


Tandrite BLACK 
.-- A Rare Quality Calfskin! 


Tandrite Black is outstanding among all other 
leathers. ..selected from the highest grade skins 
and tanned by a process which represents the 
acme of the tanning world today. 
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Unexcelled byany calfskin, anywhere, Tandrite 
Black has high lustre, a fine flat grain, tight 
break, superb finish, and is comfortable, dur- 
able and flexible. 
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WHERE TO BUY 


| Women’s Shoes 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 

















WHERE TO BUY 
Bowling Shoes 








BOWLING 


SHOES IN STOCK 






Style No. 224. 


1. 
Plus t Tax 
BROOKS SHOE MFG. CO. 
anson & FF Sts., Philadelphia 














WHERE TO BUY 
| Riding Boots 








RIDING BOOTS 
‘ IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 








Boots. 
Write for catalog. 








Clyde Mayes Promoted 


DALLAS, TEx.—Clyde Mayes has been 
installed as manager of the Walk-Over 
Boot Shop. He brings to the store 
many years’ experience as a retail shoe 
salesman. He was associated with the 
Walk-Over organization five years 
before coming to Dallas. 





N. E. Shoe Men Meet 


Boston, Mass.—The directors of the 
New England Shoe and Leather Asso- 
ciation held their Fall luncheon-meeting 
at the Boston Chamber of Commerce, 
Oct. 19, with President William J. 
Fallon presiding, and discussed a num- 
ber of subjects of interest to the indus- 
try. 

Among these was the work of The 
National Economy League in its effort 
to reduce the burden of taxation, the or- 
ganization being represented by E. P. A. 
Simpson, who outlined the objects of 
the League. A report covering the co- 
operation of the New England Shoe and 
Leather Association in this campaign 
was presented by Secretary Thomas F. 
Anderson. 

President Fallon, in engorsing the 
League, said that it represented a move- 
ment of transcendent importance to 
every inhabitant of the United States. 

Discussing the tax situation in 
Massachusetts, he strongly advocated 
a change in the present policy of ap- 
plying practically the entire receipts 
from motor taxes to the building and 
widening of highways, many of these 
being years ahead of actual needs. In 
Mr. Fallon’s opinion, the greater part 
of this income should be devoted to 
other public purposes. 

Maj. Charles T. Cahill, Publicity Di- 
rector of the United Shoe Machinery 
Corp., made a strong plea to the in- 
dustry to support the various trade 
journals, characterizing them as one 
of the most important institutions of the 
allied shoe and leather business. 

Attention was also directed to the 
noticeable lack of advertising in the 
current trade papers on the part of 
New England shoe manufacturers. 

The directors discussed the Five-Day- 
Week and Share-the-Work movements, 
and also the general shoe and leather 
situation. 


Enjoy Style Show 


WASHINGTON, D. C.—Members of 
the Washington Shoe Association and 
their friends attended a complete Del- 
man style show and review held in 
the Little Theater of the Frank R. 
Jelleff, Inc., 1216 F Street, N. W., 
Wednesday, Oct. 5. Prominent young 
Washington society women displayed 
the new styles. Miss Ruth H. Kerr, 
fashion adviser to a group of calfskin 
tanners, gave a very detailed descrip- 
tion of the immediate styles shown and 
the particular form of dress to which 
they were best adapted. 

At the conclusion of this style show 
the members of the shoe association 
adjourned to the Harrington Hotel, 
where they held their first luncheon 
meeting of the season. Miss Kerr 
again gave a very interesting and en- 
lightening talk and answered ques- 
tions on style trends and style coordi- 
nation. These luncheon meetings of 
the shoe association have been held for 
the past four years and are quite a 
success. 
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Marott Employees Elect Officers 


INDIANAPOLIS, IND.—At the Ma- 
rott’s Employees’ Mutual Benefit Asso- 
ciation annual election of officers the 
following were elected to serve during 
the ensuing year: F. L. Orman, presi- 
dent; Karl E. Ocheltree, vice-presi- 
dent; C. Rahm, secretary, and R. H. 
Payne, treasurer. 

Directors elected are Donald Brown, 
Hazel Gee, Virgil Gebauer, Fred Hahn, 
E. L. Price, L. Peterman and Helen 
Dugan. : 

Plans were discussed for entertain- 
ment during the coming winter for 
members, their families and friends 
of the association. 

Arthur Brown, general manager of 
the Marott store, made a brief talk in 
which he praised the work of the or- 
ganization. 





For Wisconsin Merchants 


The small store merchant, the life- 
blood of business in the average small 
town, is offered a new advisory service 
looking to better retailing and profit- 
making policies, under a plan now in 
effect through the University of Wis- 
consin Extension division at Madison. 
The extension bureau of business infor- 
mation, H. R. English, chief, announces 
@ personal conseling service which is 
available’to small store retailers in any 


' Wisconsin locality. 


The service is given individually by 
Richard E. Ellingwood, who has had 
15 years’ experience in working with 
retail stores and in conducting classes 
and conferences on better retailing 
throughout Wisconsin. 





COMING TRADE EVENTS 


New York—October 31, November 1. Hotel 
Astor. N.S.R.A. Shoe Styles Committee 
Meeting and Business Conference. 

New York—December 6, 7, 8, 9, 1932. Hotel 
Commodore. National Boot and Shoe Manu- 
facturers’ Association. Seasonal Opening. 

Chicago—January 9, 10, 11, 1933. Palmer House. 
National Shoe Retailers’ Association. Annual 

Convention. 

Toronto — January 9, 10, 1933. Royal York 
Hotel. Canadian Shoe Retailers’ Association. 
Annual Convention and Shoe Exhibition. 

Chicago—January 12, 13, 1933. Palmer House. 
National Shoe Travelers Association Annual 
Meeting. 

Boston—January 16, 17, 18, 1933. Hotel 
Statler. 11th Annual Boston Shoe Show and 
Convention. 

Baltimore—January 23, 24, 25, 1933. Hotel 
Lord Baltimore. Middle Atlantic Shoe Re- 
tailers’ Association Annual Convention. 

Fort Worth—February 6, 7, 8, 1933. Hotel 
Texas. Texas Shoe Retailers Association, 
Annual Convention. 

Indianapolis—February 6, 7, 1933. Hotel Clay- 
pool. Indiana Shoe Travelers’ Association 
Annual Meeting. 

Des Moines—February 27, 28, March 1, 1933. 
Hotel Fort Des Moines. Northwestern Shoe 
Retailers’ Regional Association Annual Con- 
vention. 
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Durability . .. with no excess in mass 
or weight ... elements just as essential 
in a box toe material as in the proper 


construction of a Dirigible. 


@ Celastic Box Toes furnish these 


requirements. 


GAC 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 














WHERE TO BUY 
Men’s and Women’s 
Slippers 


rs 














W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 

tn Stock Men’s Full Leather Lined 

Handturned Slippers 

Priced from $1.60 
Kid Pullman Slippers 
colors and Black with 
Snap Pocket $1.35 
Zipper Pocket $1.50 













WHERE TO BUY 
Dancing Shoes and Taps 








TAP DANCING 
THEO SLIPPER 
Stock Ne, 1210 


P 
For Growing Girls 





BLOG SHOE CO, Ly 


147 Duane St., New 














THE LEADING TAP SHOES 
STOCK 





pairs 
The Norridgewock Shoe Co., Inc. 
= NORRIDGEWOCK, MAINE cen 





TAP SLIPPERS IN STOCK 
One straps or Ties—Patent 
or Kid ees on 2% 
to 9—B, C an widths. 
Write for A Bron 







FREEMAN 
THOMPSON SHOE 
COMPANY 
St. Paul, Minnesota 


























% KENDALL SHOE COMPANY 
HAVERHILL, MASS. 
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Retail Shoe Council Will Resist 
“Racketeering” in New York 

New YorK—A Retail Shoe Council 
has been formed in the city of New 
York for the purposes of resisting coer- 
cion in every form and to protect by 
every legal means the interests and 
rights of all shoe store owners and 
employees in New York City. 

The Retail Shoe Council was organ- 
ized following malicious racketeering 
against mid-town New York City retail 
shoe stores. During the past few weeks 
some stores have been attacked by 
stench bombs and their windows per- 
manently injured by acid. At the same 
time the employers and their employees 
have been threatened with violence. 
These attacks have been closely coupled 
with demands for “organization” of the 
help and payment of considerable sums 
of money. 

Any store in New York can apply for 
assistance against organized violence 
by communicating with the Retatl Shoe 
Council, 1450 Broadway, New York 
City. A telephone call to Pennsylvania 
6-9195 will bring protective action by 
the following attorneys, Allan & Spett; 
and also Edwards, Murphy & Minton. 

The following concerns compose the 
Council: 

Adler Sons Shoe Co. (Adler stores). 

A. S. Beck Shoe Corporation (A. S 
Beck stores). 

Beck-Hazzard, Int. (Beck Hazzard 
and Tom, Dick & Harry stores). 

Elkind & Sons (Empire stores). 

Edward Friedman, Inc. (Friedman 
shoes). 

Andrew Geller (Geller stores). 

Jacobson Bros. (stores same name). 

Kitty Kelly Shoe Corporation (Kitty 
Kelly stores). 

London Character Shoe Co, (London 
stores). 

Melville Shoe Corp. (John Ward, 
Rival and Thom McAn stores). 

Normal Shoe Co. (Enna Jettick). 

I. Miller & Sons, Inc. (I. Miller 
stores). 

Regal Shoe Co. (Regal stores). 

Murray Rosenberg Co. 
stores). 

Wise Shoes, Inc. (Wise stores). 

Worth Shoe Co. (Blyn and Rambler 
stores). 


(Miles 





James ]. Good Dies 

BrRocKTON—Stricken suddenly at the 
wheel of his car, James J. Good, for 
many years a member of the A. O. Mil- 
ler Treeing Machine Co. organization 
and widely known because of his con- 
tacts with merchants throughout the 
country over a period of many years, 
died suddenly last week. He became 
associated with the Miller Co. as a 
young man and worked up through the 
ranks to where he headed its sales 
representatives at the time of his 
death. More than three score friends, 
including a large number of Brock- 
ton manufacturers and others identi- 
fied with the factories in the district 
attended the funeral services from his 
home in this city. 
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OPEN TO BUY SHOES 


DETROIT, MICH.—This city is in the mar- 
ket for a considerable number of pairs of shoes 
for welfare distribution, according to a state- 
ment coming from Commissioner John J. Gor- 
man, of the Department of Purchases and 
Supplies. At present they are asking for bids 
for the following: 

8000 pairs men’s shoes 
8800 pairs boy’s shoes 
7200 pairs women’s shoes. 

Details may be obtained by addressing the 

Commissioner at 735 Randolph St., Detroit. 











Two New York Boys Open 


HACKENSACK, N. J.—A_ new store 
was opened here last week by two young 
men who have had wide experience sell- 
ing shoes in New York City. The store 
is known as The Frankland Bootery; 
this name being a coined word formed 
from the names of the new owners, Bill 
Frankel and Jerry Landon. The 
former was with A. S. Beck and the 
Ansonia Bootery, while Landon was 
also with Beck, together with putting 
considerable time in with Stern & Tan- 
nerbaum. Women’s shoes retailing at 
$2.95 and $3.95 will be carried, 





Egelhoff’s Closing 


Fonp pu Lac, Wis.—The Egelhoff’s 
shoe store, 87 S. Main Street, founded 
in 1867 by the late G. A. Egelhoff, is 
going-out of business. O. G. Egelhoff, 
operator of the business, and his family 
are moving to Austin, Tex. 





Student Bros. Expand 


FITCHBURG, Mass.—Student Brothers’ 
shoe store, for 12 years shoe retailers 
in this city, opened up a new store to- 
day at 465 Main Street. The organiza- 
tion features Packard shoes for men, 
Red Cross shoes for women and J. P. S. 
shoes for boys and girls. 





Merit Store Moves 


CONNERSVILLE, IND.—The Merit Shoe 
Co. has opened the local store in a new 
location at 523 Central Avenue. R. K. 
Rhodes, manager of the store, comes 
from Greensburg, where he has man- 
aged a Merit store for the past five 
years. 





Opens New Department 


PROVIDENCE, R. I.—The Shepard 
Shoe Box, an independent department 
on the street floor, has been started at 
The Shepard Stores here. The section 
is for the purpose of selling popular- 
priced footwear, the dominant price be- 
ing $3.47 per pair for women’s shoes. 





From Grocer to Shoeman 


WEsT MANSFIELD, OHI0—H. A. Wil- 
liams, who has been operating a grocery 
store here for a number of years, has 
opened a retail shoe store in an adjoin- 
ing store room. 
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A LASTING ECLIPSE 

















An important advance in the art of good shoemaking is made 
possible on this new type of last. 


A recess, the same depth as the thickness of the innersole, is 
cut into the bottom of the last at the shank. After the innersole 
is tacked in position, the edge of the innersole is flush with the 
edge of this recess. 


When the upper is pulled over the last it can now be brought 
“down to the wood,” to fit as tightly and as smoothly at the 
shank as it does at any other part of the last. 


The shoe made on this last fits the foot snugly without an air 
pocket under the arch. 


The close fit made possible by “Down To The Wood” lasts gives 
added style and comfort to the finished shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Children’s Footwear 
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.~2QOn the Selling End... 


News of the Travelers and Sales Activities 








Shoes in Stock 
CHILD LIFE SHOE- 


MAKERS, Inc. 
CEDAR GROVE 
WISCONSIN 


WHERE TO BUY 
Athletic Shoes 













GYM SHOES 


WHERE TO BUY 
Spats 





OND STREET 


and most demanded line. 


savers in The "Rat 
Bvening Pos 


t. 
hy iF r A ng mercnendising 
tractive packages. Immediate delivery from 
Write today for samples to 
THE Pak my pre, COMPANY 

‘ortsmouth, Ohie, U. S. A. 
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John E. Lucey Resigns 


STroucHTON, Mass.—John E. Lucey 
has severed his connection with the 
Joseph F. Corcoran Shoe Co. For the 
past dozen years he has been sales- 
manager and assistant treasurer of the 
corporation. No definite plans are an- 
nounced for the immediate future. 





Whittemore Made Sales Manager 


John S. Whittemore, president of the 
National Shoe Travelers’ Association 
and sales representative in New En- 
gland and New York State for the 
Peck Shoe Company, of Worcester, 
Mass., has been appointed sales man- 
ager of the latter company and has 
already taken over his new duties. Mr. 
Whittemore succeeded James P. Smith, 
whose plans for the future have not 
yet been announced. 





JOHN S. WHITTEMORE 


In selling high grade men’s shoes, 
few men have had as long and success- 
ful a career as Mr. Whittemore—first 
as salesman for the old Boyden Shoe 
Co. of Newark, N. J., then on the road 
for the Forbush Shoe Co., formerly of 
North Grafton, Mass., and, in more re- 
cent years, as salesman for the Peck 
Shoe Co. 

In addition to directing all sales ac- 
tivities of the company, Mr. Whittemore 
will continue to sell the trade in the 
territory in which he is so well known 
and will add, also, some of the larger 
accounts in Metropolitan New York. 





C. E. Little Joins Servus 


The Servus Rubber Co. of Rock 
Island, Ill., has announced the ap- 
pointment of C. E. Little as executive 
vice-president. Mr. Little comes to 
the Servus company from the Converse 
Rubber Co., where he has been vice- 
president in charge of sales. Prior to 
that Mr. Little was for a number of 
years president of the Beacon Falls 
Rubber Shoe Co., and in an executive 
capacity with the United States Rub- 
ber Co. 





Paul Cadwell Joins Conrad 


Paul Cadwell, son of F. A. Cadwell, 
well known New England representa- 
tive of the Conrad Shoe Co., Brockton, 
has joined the sales staff of this well 
known South Shore manufacturer and 
is assisting his father in the latter’s 
territory. 





PAUL CADWELL 


That young Cadwell is destined for 
real success in his new field of endeavor 
may be judged by the fact that in his 
first four weeks on the road he devel- 
oped eight new accounts which, accord- 
ing to Frank D. Quigley, popular presi- 
dent of the company, is a record for a 
youngster today. 





Do a Good Deed 


Joseph Lobatto, who has traveled out 
of Brooklyn for many years selling 
shoes, has been confined in his home at 
1864-85th St., Brooklyn, N. Y., since 
May. He is suffering with both a 
paralytic shock and a fractured hip- 
bone, but is learning to walk some at 
home with crutches. Joe would appre- 
ciate either calls or cards from his old- 
time friends. 
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Retailers in Style Huddle 


[CONTINUED FROM PAGE 38] 


Address: “The Tendencies of Busi- 
ness—Present and Future,” Malcolm 
Muir, President, McGraw-Hill Publish- 
ing Company, New York City. 

Afternoon Session, 2 p.m., New Ball 
Room, 10th floor, Hotel Astor. 

The Styles Conference will re- 
assemble at this hour, when copies of 
the style reports for Spring, 1933, will 
be distributed, to be followed by a dis- 
cussion of the recommendations pre- 
sented in each report. Opportunity 
will be given for all present to partic- 
ipate and the committees, under the 
guidance of General Chairman J. Gor- 
don MeNeéeil, will welcome any sugges- 
tions for perfecting the forecasts. 

In arranging these meetings the 
general committee has received the 
cooperation of the National Association 
of Shoe Wholesalers, National Shoe 
Travelers’ Association and the New 
England Shoe and Leather Association. 
Each of these associations has ap- 
pointed committees to attend the meet- 
ings and special bulletins have been 
sent to their members informing them 
of the meetings and program and 
urging their attendance and coopera- 
tion. 


Importance of Meetings 


“These meetings,’ says Chairman 
MeNeil, “have in recent years assumed 
an importance and value to the indus- 
try that reflects the assistance our com- 
mittees have been in the economic 
planning of style. By forecasting 
reasonably in advance of each new sell- 
ing season the trend in fashion, in 
color, in materials, patterns and lasts, 
retailers and manufacturers are pro- 
vided with a guide on which they can 
rely in assembling their ideas for a 
new season. 

“To my mind it is eminently proper 
that this service should be performed 
by committees of retailers, subject to 
ratification at our meetings by mem- 
bers of the other branches of our trade. 
In our field, style inspiration comes 
from the retailer’s close contact with 
the American people, and from ideas 
conceived by retailers. I cannot recall 
any cycle of style, either as to patterns, 
materials or colors, that has not been 
sensed first by retailers and through 
them. relayed to the manufacturer. 

“In that respect our committees per- 
form a function similar to that of the 
famous creators of Paris who are 
known for setting the style in women’s 
dresses and gowns. It is these modistes 
whose marvelous intuition and study 
of style enables them to establish the 
trend. They study the psychology of 
the people and lead them into various 
fashions that adapt themselves to the 
social customs of the ‘smart set.’ Their 
style programs are eagerly awaited by 
dyers and manufacturers of fabrics, 
and in this country by the manufac- 





turers of styleful apparel who accept 
or adapt the new fashions. 

“It is precisely work of this char- 
acter that our styles committees under- 
take for the shoe industry. When they 
hold their semi-annual meetings they 
have before them the latest ideas on 
style and fashion gathered from abroad 
and authentic sources at home. They 
have the new colors in leathers and 
fabrics. Leading authorities among 
the stylists of the shoe, leather and 
apparel industries submit their reports. 
The editors of our national fashion 
Magazines are present and make 
known their latest information on basic 
style trend. 

“The valuable data obtained from 
these contacts is supplemented by the 
views and opinions of the members of 
our styles committees, after which the 
practical work of co-ordinating this 
mass of information is undertaken and 
presented in reports that clearly and 
safely outline a shoe style program 
that is authoritative and practicable.” 





Drapes 


[CONTINUED FROM PAGE 20] 


bear out our forecast of this decided 
drape trend in men’s wear. Fall shoes 
are being influenced by this clothing 
style in all grades, just as in the cloth- 
ing field. Many believe the swing 
toward the custom types of lasts is the 
direct result of the influence of the 
drape clothing. 

One important clothing house—Hart, 
Schaffner & Marx—describes the Eng- 
lish drape suit as follows: “Suits with 
that casual, apparently ‘ill-fitting’ ease 
of line. In button placing, higher place- 
ments of pockets and softly draping 
worsted woolens, these suits follow the 
English original, etc.” Briefly the 
model has broad, square, easy lines 
across the shoulders; tapered waist; 
slightly tapered sleeves and trousers 
cut high and pleated. 

A number of the newer custom lasts 
fit in with successful shoe promotion in 
conjunction with the drape suits. Three 
of the outstanding models are shown in 
the illustrations. They range from the 
new rather full custom to the very nar- 
row toes. 

Taking America as a whole, the very 
narrow custom lasts are not selling 
very well in the popular priced field. 
They are moving in the New York City, 
Washington and Baltimore sections. 
The fuller custom last shown at the top 
in the illustration has proven to have 
country-wide acceptance, that is if re- 
orders are any reliable gauge. 

One group of retail stores, after 
months of last experimenting, brought 
out a shoe which was an instant hit, 
so much so that it killed the sale of 
three perfectly good brand new Fall 
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lines. This particular shoe is shown at 
the left in the illustration. Its features 
are: Member of the family of custom 
lasts; has extra wide tread at ball; 
narrow shank; 10/8 heel; has narrow 
toe and extreme welt at end of tip to 
create a still narrower appearance; has 
exceptionally fine fitting qualities in 
that the extra width of the ball permits 
of counter sinking at large joint. This 
allows the foot to settle down solidly in 
the shoe, thereby preventing it from 
working forward. 

This shoe has an extremely narrow 
top at the counter and a broad heel 
seat which allows the flesh part of the 
heel to settle firmly so as not to force 
the counter out—a very important point 
in insuring a snug fit under the ankle. 

Straight tips and wing tips are both 
being sold, with a decided leaning to- 
ward perforations. Square throats are 
being seen in several of the style lines. 

Fine brown grain leather is coming 
along strong, with every indication of 
gaining strength as the cold weather 
increases. One concern is having a 
real run on the new oxblood calf leather 
which is tanned to closely resemble 
cordovan. The main volume of the 
drape shoe business is of course being 
done on the smooth brown and black 
calf leathers. Recently, that is for the 
past three weeks, the sales of both the 
smooth brown and the brown boarded 
calf have shown a decided pickup. 





Adds Men’s and Boys’ Shoes 


AKRON, OHIO—C. H. Yeager Co. de- 
partment store here has opened a new 
men’s and boys’ footwear department 
on the main floor of the store. New 
department will stress a popular- 
priced line of men’s shoes in three dif- 
ferent styles at. $5, in addition to 
other lines priced $4, $5, $6 and $7. 
Appointments and fixtures harmonize 
with other sections of the store. In 
the boys’ section footwear of one price 
will be featured, a line at $2.95. 





Cinderella Opens In Baltimore 


‘BALTIMORE, Mp.—The formal open- 
ing of the shoe shop of Louis Green- 
berg at 44 West Lexington Street has 
given this city an interesting addition. 
Mr. Greenberg, former manager of 
shoe shops in Washingon and Balti- 
more, has opened under the trade name 
of the Cinderella Shoe Shop. Shoes 
for women at $2.95 and $3.95 are car- 
ried. 


Adds Shoes 


New ORLEANS—Jules Joseph, who 
for the past twenty-two years has been 
conducting the dry goods store at 1412- 
1414 Dryades Street, has added a shoe 
department. 

A popular price line of ladies’, 
misses’, children’s, men’s and_ boys’ 
shoes has been stocked. The store is on 
the busiest block in Dryades Street, 
near the new market. 
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The Finest Show Card 


> OCTOBER 


serceeaettenct Sm 








—the most colorful 
—best shoe selling 
Window Display Cards! 


Did you look at your windows this morning? If you were the 
prospective customer, would they “sell” you? 


Too many trims are given over to selling some manufacturer’s 
line or brand. Are yours? 


RECORDER window display cards are created each month to 
build “good-will” for you, your store, and to sell merchandise. 


They are colorful, artistic, pleasing to the eye, typical of the cone igo I ag. yo lg 


seasonal atmosphere of the month, thus giving the trim a bright wadeetakoore 
fresh appearance. To sell something, you must say some- ee —" 
thing. RECORDER cards do this for you and your store. They at ox wee 
are your first “interview” with your propective customer, tell- carde—Women’s Shoes 


2 cards—Men’s Shoes 
ing him or her that you have good merchandise, at fair prices, 1 card—Children’s Shoes 
5 ca 


card—Hosiery 
Store Service, 


with courteous service. eta = 


lay Cards will double the value of d Without text—9 cach 
Recorder Display Cards will double the value of your windows, yo — 
Special Introd Servic 
and windows are said to be worth 80% of the rent! 3 cards, with 50 blank tickets 
without card pete at $1.50 
Samples will be sent on request PRO sce 
Holders Supplied 








PRICE TICKETS—Rich Assortment—Always In-Stock 





In all Gopgeipetices 
and blan 


D—Modernistic, tay twe- 
tone, a - a 
edge or with b 

a hite. 


All other price tickets illus- 
trated are in two or more 
colors, 


85 

12 = 33:35 
J—Adjustable clips for price 

tickets. 28 

gross, 

4 gross, S230 
K—Shoe Carton Tickets 

tao per . 500 

2.25 per 1000 

MANY OTHER 
PRICE TICKETS 
IN STOCK 








ALSO: Profit Gate Daily 
Stock Record, and Financial 
Record Syetems. Ask fer 
Samples, 


Check wth Order— 
Please 


For odd price ticket denom- 
inations not stock and 
hand lettered, 15c per dosen 

' additional. 


FREE—A Profit Chart, pocket size, with each order of (24 doz.) price tickets; clips or carton tickets. 

















When writing advertisers please mention Boot and Shoe Recorder 
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Service in America! 





HOLDERS— 


Oval base—burnished gold— 
3 color trim 


Harmonize with the finest of 
window display fixtures. 


Annual Display Card 


Service includes: 


“Store Window Bulletin,” sup- 
plies merchandising and dis- 
play suggestions each month. 


Special Cards, with wording as 


wanted. 


Exchange of Cards: Annual 
card service subscribers may exchange any cards received for others 
of the current month whose texts better cover their merchandising 


program. 


Price Tickets: Blank tickets matching the current month’s cards, supplied free; neat tickets with prices as 
wanted, but which do not match the show cards, also supplied annual card subscribers free; tickets with prices as 


wanted which match the cards are 50c per 100 additional. 


Exclusive Franchise is given with annual card service to one merchant in an average size town, suburb or city 


shopping center. 


Select the 
Service You Wish— 
Then Mail Coupon 


13 hand designed cards each month, each 
Service with different sales messages, die-cut tops, 
colorful, artistic, size 9 by 12 inches; with 
No. 1 100 blank price tickets to harmonize with 
$5.00 service cards each month (or with prices im- 
printed, selection of prices as wanted, 50c. 
Monthly per month additional). Also 6 card holders 
with first month’s service. 
Service Service 
No. 2 9 cards No. 3 7 cards 
100 blank price tickets $3.00 50 blank price tickets 
Monthly 2 card holders 


Checks from foreign subscribers must be drawn 
on United States banks, or include exchange. 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, IIl. 


WESSSSSSSSFSSSSSSSSSSE4SSSSSSSSS2E T2282 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, IIl. 


Please enter our order for the Recorder ‘Selling 
Messages” card service No. for one year. 
consisting of cards, each month an 

art card holders, with the first month’s service, be- 
ginning with cards for October. for which we will 
pay $ per year, payable $ per month. 
For cash in advance full year’s service, 5% discount. 


(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 
Printed Price Tickets:— 


$ $ 


Store Name 





When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED anno WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET. . we oe 


























SALESMEN WANTED FOR RENT LINE WANTED 

SALESMAN for Buffalo District, strong Spe- F OR RENT, shoe store, corner store, 100% SHOE MANUFACTURERS, ATTENTION! 
cialty Line of Men’s and Women’s Footwear, location Ithaca, Cornell college town, low Experienced sales, style ‘and merchandise 
established business. Give references, age and rental. Address D-161, care Boot an hoe executive with New York office, available for 
sales record in first letter. Address 172, Recorder, 239 West 39th Street, New York, new association in shoe industry. Record of 
care Boot & Shoe Ms 239 West 39th a. ae accomplishments and credentials of highest pos- 
Street, New York, N. Y. sible calibre. Have large following with chains, 
department stores an. jobbers of women’s shoes. 


Address D-170, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








ONE OF AMERICA’S oldest and largest 



































makers of Children’s Stitchdowns in the 5/2 
run are open for representation in the follow- POSITION WANTED 
ing states: North Carolina, South Carolina, 
Tennessee, Kansas, Nebraska, Iowa and Minne- FOR. SOUTHWESTERN TERRITORY. Ex- 
sota. Applications are solicited from salesmen perienced in selling boots and shoes, Address 
now traveling these states and who are in posi- MANAGING EXECUTIVE of Chain Women’s D-173, care Boot & Shoe Recorder, 239 West 
tion to carry an additional line. Address D-174, Shoe oe ae gall ~~ , e.. age of 39th Street, New York, 
care Boot & Shoe Recorder, 239 West 39th gee yy 4 gba? gh 
Street, New York, N. Y. mental int building his company from one unit to 
chain of 44 units. Has complete knowledge of the 
. market. Will be of great value to concern who has 
LARGE St. Louis distributor of Women’s In- Sere sigs Gepartments,| "salary cota aa BUSINESS OPPORTUNITY 
Stock Novelty Footwear priced to retail at dress D-168, care Boo! hoe Recorder, 239 West 
$1.79 to $4.00 through a national expansion 39th Street, New York N 
program for the Spring 1933 season has avail- 
no some very mg ragga and x cm 
sidering applications for Arkansas, orida, ss 
Towa, “Indiana, Louisiana, Mississippi, North | GHOE WINDOW TRIMMER, SALESMAN, paignioN “OF YOUR OWN and earn big 
and South Carolina, Ohio, Oregon and Wash- ten years’ experience, now employed, wishes income in service fees. A new system of 
ington, Virginia and West Virginia, Wisconsin change. Will consider any territory. Address foot correction; readily learned by any 
and other desirable territories. This is a fast D-171, care Boot & Shoe Recorder, 239 West one at home in’a few weeks. Easy terms 
39th Street, New York, N. Y. for training; openings everywhere with 


selling and volume line that is established from 

coast to coast and offers very attractive earnings all the trade you can attend to. No capi- 
and permanent connection. The men we want tal required or goods to buy; no agency 
must have shoe road selling experience, must or soliciting. Established 1894. Address 
be a me mag * £ acne gs with a strong Stephenson Laboratory, 21 Back Bay, 
organization an esirous of an opportunity to Boston, Mass. 

make money. When applying state experience WANTED TO PURCHASE 

and age. Address D-175, care Boot & Shoe 



































neon, 239 West 39th Street, New York, 
We will buy from manufacturers, 
jobbers, and retailers, entire or H 
GUCCESSFUL exclusive Milwaukee children’s surplus stocks of shoes. Po hpaenn Clary Buyer for Harris & Co. 
fae eae distinct ‘sizes cual aueatities. _— Dauias, TEx.—W. L. Clary has re- 
laced J. Russell Redden as shoe buyer 
salesmen on_comasiecion basis. very popular KIRSCH-BLACHER CO., INC. y A. Harris & C Mr. Redd * 
— E. aa | = oe See advertising 590 Broadway New York or ° arris 0. r. he en 1s 
» sg No objection now buyer for Lebeck Bros., Nashville, 
non-conflicting lin Write fully. “Address Phone CAnal 6-4298 and 4299. y r 
D-176, care Boot & Shoe Recorder, 367 West Tenn. 
Adams St., Chicago, Ill, 
We will pay the best price for Ben Raff 
FOR RENT your curplus, or — cone of a cone = a ee B Raff h 
general _ merchandise or departmen UISVILLE, Ky.—Ben who for 
stores. Leases assumed. x fen 
roe. mt Shoo department in popular Phone i an pee fifteen years was connected with the 
ment store in any, ma : 
Department has been established 15 years and I. SIMON Dan Cohen Shoe Co., has organized “4 
has always done a profitable business. On ac- ° ON CO. new retail concern operating as Ben’s 
count of managerial changes the opportunity for 101 Reade St., New You Gry Family Shoe Store, 207 South Fourth 
taking over this department is now offered. Phone Worth 2-5922 Ba f 
THE LURIE COMPANY, Albany, N. Y. Street, Louisville, opened recently. 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all pagar arya advertisements. 
er eS ee aes ae Gee es et 
word of the address should be counted. ‘cis re as ee 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

&# Advertisements for this page must be in our New York office on Friday of the week preceding publication. 88 


— — 
— — 


When writing advertisers please mention Boot and Shoe Recorder 
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BOOT AND SHOE RECORDER 
TRADE MARK SECTION 


THE LATEST AND MOST 

COMPLETE LISTING OF 

TRADE NAMES OF THE 
SHOE, LEATHER AND ALLIED 
' INDUSTRIES PUBLISHED 


PRICE $1.00 
BOOT AND SHOE RECORDER 











SHOE MEN 


When in New York Stop at the 


HOTEL PLYMOUTH 


49TH ST. NEAR BROADWAY 


You’lt like the rates—service—hospitality 


SINGLE $2.50 UP — DOUBLE $3.50 UP 


400 ROOMS 
All with bath, shower, radio, circulating ice-water 
Five minutes walk to 50 theatres. Convenient to all transportation 
lines and railroad terminals. 
MAKE RESERVATIONS NOW FOR DECEMBER 
DISPLAY WEEK IN NEW YORK 





239 WEST 39th STREET, N. Y. C. 











J. J. SCHAFFER, MANAGER 














MERCHANTS’ NEEDS 








TICKET 


With or without “SALE” im- 
print. 


Carried In-Stock 


Any assortment desired. 
Samples on request. 





Coral background, orange and black trim, 
black printing. 


PRI — With “SALR” ee 
$1. 


6 doz.. $0.85 wcccccccccccces 
12 doz.. 1.50 wcccccccccccces ias 
24 doz.. 3.15 wccccccccccccce 4.00 


Blank tickets—same prices. 
Celluloid Profit Chart’ (Pocket Sise)—FREB 
—with order of 24 dozen. 


In-Stock—37 ‘‘SALE!’’ denominations. 
In-Stock—93 denominations with design only. 
- 15¢. per dozen additional for odd-price tickets 
ordered and not in stock. 


(Check with Order, Please) 


Merchant’s Service Dept. 


Boot and Shoe Recorder 
367 W. Adams St., Chicago, IIl. 





NEW MODERNISTIC 











Sales Units Increasing 


PROVIDENCE—Consumer changes are 
being registered, according to George 
E. Peirce, Jr., of Thos. F. Peirce & 
Sons, well known shoe retailers, who 
says that in all lines of merchandise 
people are buying better quality things. 
In hosiery, men’s, women’s and chil- 
dren’s footwear average sale units are 
increasing. Mr. Peirce considers this 
a trend toward normal business ac- 
tivity, for it shows that people have 
more money to spend and that they 
are seeking better quality goods in 
preference to cheaper. 

This authority notes with optimism 
the increase in business, which, he 
states, started about two weeks before 
Labor Day. With the exception of 
about three poor days, sales have in- 
creased. Mr. Peirce looks for even 
better business when the real cold 
weather sets in. 


More Taxation Proposed 


- BALTIMORE, Mp.—Shoe retailers in 
Baltimore would be forced to pay a 2 
per cent tax on all retail sales under 
the provisions of a measure, city offi- 
cials, headed by Mayor Howard W. 
Jackson, hope to have passed at a 
special session of the Maryland Gen- 
eral Assembly. The mayor has re- 
quested Governor Albert C. Ritchie to 
call the special session of the General 
Assembly to pass legislation under 
which the city will be enabled to raise 
revenue, and the governor has said 
that if such a session is necessary he 
will comply. 

The mayor and his advisers are fa- 
voring 2 per cent as the tax. The pro- 
posal, however, is meeting with con- 
siderable opposition, some of the heads 
of department stores already having 
publicly expressed their opposition. 





Has Footwear Museum 


BALTIMORE, Mp.—The evolution of 
footwear is depicted in the interesting 
exhibition of ancient footwear coupled 
with the modern version featured in 
the enlarged shoe shop of Hutzler 
Bros. Co. 








MERCHANTS’ NEEDS 








New National Game of Skill 


A Premium Extraordinary 


3 3c x, ” 
= oo 










Swing the ball in 
the air — catch in 
cup. 


tASCINATING—INTERESTING 
Keen-I-ing takes technique. Keen-I has been accepted 
as a premium by outstanding shoe chains and dealers. 
Dealers, Jobbers, Mfgrs., write 
for samples and prices. 
DISTRIBUTORS me > la WANTED 


KEEN-| CORPORATION 


60! N. Cicero Ave., Chicago, Iilinois 










White us for detail» 
ed information 





Perry rg ag Co. 


‘udios- WISCONSIN 











To Enlarge Plant 


GEORGETOWN, OHI0—The Sullivan 
Shoe Co. is planning to erect a large 
addition to its plant. The cost will be 
approximately $15,000, according to of- 
ficials of the company, and construc- 
tion will be started immediately. 

















Nr I ar fan 0a ray Srna 





IN THIS 
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A BUYING GUIDE TO 
OUR ADVERTISERS 
WWF UB 1 


> 








LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston, Mass. 43 


























BOOTS AND SHOES 
Athletic Shoe Co., Chicago, Ill 


Bass, G. H., & Co., Wilton, Me 
B. & B. Shoe Co., Chicago and New York. 50 
Blog Shoe Co., Inc., New York City 
Bob Smart Shoe Co., Milwaukee, Wis. .3rd Cover 
Brooks Shoe Mfg. Co., Phila., P. 
Brown Shoe Co., St. Louis, Mo 


“Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.. 
Child Life Shoemakers, Inc., Cedar Grove, 

Wis. 58 


POPUP REE RECO Eee Pee eee eee eee eee 






Connell J. M., Shoe Co., South is ag , 
: 5 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Edwards, J., & Co., Philadelphia, Pa., 
Back 


Evans, L. B., Son Co., 


Florsheim Shee Co., Chicago, Ill 


Freeman Shoe Corp., Beloit, Wis.... 
Freeman-Thomson Shoe Co., 


Hill Bros. Co., Hudson, Mass 


Kendall Shoe Co., Haverhill, Mass 
Keith, Geo. E., Co., Brockton, Mass 


Lunn & Sweet, Auburn, Me 


Mishawaka Rubber & Woolen Mfg. Co., . 


Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me.. 


Old Colony Shoe Co., Brockton, Mass 
Packard, M. A., Co., Brockton, Mass 


Reed, E. P., & Co., Rochester ,N. Y 


Richards & Brennan Co., Randolph, Mass.. 5 
Roberts, Johnson & Rand, St. Louis, Mo... 


Roth Shoe Co., Philadelphia, Pa 


Smith, J. P., Shoe Co., Inc., Chicago, Ill... 54 


Vitality Shoe Co., St. Louis, Mo 


Armstrong Cork & Insulation Co., Cork 
Division, Lancaster, Pa 


sewer e eee eeeeeeee 


A ing Almy Chemical Co., Contotins. 


ver 
Evans, John R., & Co., Camden, N. J..... 30-31 
Hubschman, E., & Sons, Inc., Phila., Pa.... 53 


Levor, G., & Co., New York City.......... 3 
Lima Cord Sole & Heel Co., Lima, Ohio... 25 


Ohio Leather Co., Girard, Ohio...,....... 27 


Surpass Leather Co., Philadelphia, Pa..... 44 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


United Last Co., Boston, Mass........... 57 


United Shoe Machinery Corp., Boston, Mass., 
2, 46, 55 


SHOE ACCESSORIES 
Dusie Mfg. Co., Wellsboro, Pa............ 37 
Shoe Lace Co., Lawrence, Mass............ 51 


Williams Mfg. Co., Portsmouth, Ohio...... 58 


SHOE STORE EQUIPMENT 


Brannock Device Co., Syracuse, N. Y...... 41 


Keen-I-Corporation, Chicago, Ill.......... 63 
Shoe Form Co., Auburn, N. Y............- 52 
MISCELLANEOUS 
Hotel Lexington, New York City.......... 37 
Hotel Plymouth, New York City........... 63 
Hotel Shelton, New York City............ 36 


Kent Automatic Garages, New York City.. 36 
Kenmore Hall Hotel, New York City...... 41 
Kirsch-Blacher Co., Inc., New York City... 62 


Mandel Engraving Co., Milwaukee, Wis. 63 


National Shoe Retailers Association, C Chi- 
cago, Il 35 


woe eee ee eee eee eee eee ee ee eee eee 


Simon, I., Co., New York City............. 62 
Stephenson Laboratory, Boston, Mass...... 62 






















New Atlanta Shop 


ATLANTA, GA—The Fifth Avenue 
Shoe Shop is Atlanta’s newest shoe 
store, having been opened during the 
past week at No. 2 Peachtree Street. 
The new shop is carrying the company’s 
own “Paris Fashion” and “Quality” 
brand shoes in a wide range of new ma- 
terials. William Cohen, widely known 
in Southern shoe circles, is manager, 
and Jimmy Hill is assistant manager. 





R. B. Dorland Starts 


CORNING, N. Y.—Reginald B. Dor- 
land has opened a retail shoe store at 
the corner of East William and Bridge 
Streets, this city. Mr. Dorland is an 
experienced shoe man and for six 
years was associated with the Lester 
Shoe Co. He will also handle hosiery 


in the new store. 


New Shoe and Haberdashery 


DetroIt—Joseph Sissman and Julius 
Goldman have opened the Ardmore 
Shoes and Haberdashery in the north- 
west part of Detroit at 14203 Fenkell 
Avenue. Goldstein formerly operated 
the Goldstein Department Store at 


West Warren Avenue and Twenty- 


fourth Street. 
Adds Women’s Shoes 


ZANESVILLE, OHIO—A new depart- 
ment has been added to the H. Weber 
& Sons department store here, to be 
known as “Shoes for Women and 
Young Women.” It is located on the 
first floor and has been equipped with 
new and modern fixtures. 














A Popular Priced Store 
BALTIMORE, Mp.—The Harris Shop, 
Pratt and Pulaski Streets, recently 


opened in a newly constructed two- 
story building, is a new addition to the 
retail outlets of popular priced foot- 
wear. 


Ruby Buys Lubin’s 
DETROIT—Lubin’s, Inc., located at 


1526 - Washington Boulevard, has 
closed this shop. The stock has been 
taken over by Alfred J. Ruby, Inc., 
which latter firm moved from across 


the street. 












When writing advertisers please mention Boot and Shoe Recorder 





















Boot AND SHOE RECORDER 1 
combining THr SHOE RETAILER, Nov. 5, 1983 


RUE s ce becuse Poslaemees Super Flex 
4355 Dull Black Kid with Black Patent and Genu- 
weer WG RI ioe ccc cccecccssodidecsces $3.40 
Waldorf Last, 18/8 Covered Louis Heel 
AAA 5-9 AA4%-9 A4-9 B3%-9 C3%-9 


4357 Havana Brown Kid with Brown Patent and 
q Genuine Lizard Trim...... $3.65 


; 











REG.U.S. PAT. OFF, 





lhe trademark Meat says QUALITY 
.. and means Qu AEE Seesaw, 


Supreme Last, 15/8 Covered Boulevard Heel 
AAA 5-9 AA4%-9 A4-9 B2%-9 C3%-9 





4585 Same in Black Patent..........0000: $3.40 
When a shoe is stamped Queen Quality, it means just 4586 Same in Havana Brown Kid........- $3.65 

4587 Same in Black Suede... ...seseeeves $3.65 
what it says — a shoe built up to a definite high standard dtcantcanaienan ein 





with Brown Patent and Genuine 
Lindt WHR. osc cccccccecce $3.6 





of quality in design, in materials, and in workmanship. 






It does NOT mean — and never will mean —a shoe 
built down to meet a price condition. 







That is why Queen Quality shoes, backed by aggressive 
national advertising, carry a sound conviction of genuine 
quality to the buying public. 






Queen Quality dealers are able to capitalize that con- 
viction in terms of sales and profits. Because, with this 
famous, well-balanced line of high-styled footwear, they 
can offer a nationally known value in shoes, at the widely 
popularretail price of $6. Deluxe Models $7.50and $8.50. 



















Queen Quality representatives will be in their territories CORINTH............. Arch Form Welt 
November 15th with the new Spring line for 1933. A word 3512 Dull Black Kid with Genuine Black Lizard 
from you, by wire or letter, will bring you the complete pres- pon A610 eet yee AA) %-10 
j entation of what the new Queen Quality line, manu- 3513S ean. toe C3K%- 
sha e Havana Brown Kid 






factured by International Shoe Company, will mean to with Geosine Brown Lizerd 
you in volume and profits. Send your communication to 






QUEEN QUALITY SHOE COMPANY ¢ ST.LOUIS, MO. 


Branch of International Shoe Company 







Comprehensive In-Stock Service at All Times 





Nationally Advertised in VOGUE * HARPER'S BAZAAR — 
LADIES’ HOME JOURNAL * WOMAN’‘S HOME COMPANION 


















Vol, 102, No, 9. Published every week by the Boot & Shoe Recorder em Com pany, Division of United Business Publishers, Inc., 239 W. 39th St., New York, 
Entered as second class matter Sept. 10, 1925, at the Post Office at New York, N. Y.. under the act of March 3, 1879. Subscription price, $3.00 per year. Printed in U. § 











INC. 


INSEE SHENG 41D 
WHITE LEVOR GRAIN LEATHERS 
GLOVERSVILLE, N.Y. 


G.LEVOR« CO, 
Tanners of “THE WHITEST WHITES” 


GRAIN GOAT IS 
EXACTLY WHAT YOU 
REFER TO EVERY DAY 


BYNES CIO.N I 


GRAIN KID 
WHITE SUEDE 


R 


” 
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7 
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‘end 
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WHITE LEVOR G 
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WHITE LEVOR 
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What Successful Buyers 
think of 





TRADE MARK REG. U.S. PAT. OFF. 


and the New Patented 
Seamless Quarters 





ECONOMY SHOE STORE, INC. 


JACKSONVILLE’S LEADING JUVENILE SHOE STORE 
JACKSONVILLE, FLORIDA 


Mr. A. P. Gilbert, August 8, 1932 
c/o The Gilbert Shoe Co. 
Thiensville, Wisconsin PY 


Dear Mr. Gilbert: ROY PHILLIPS 
During the past five years 
we have considered it a real pleasure 
to offer our customers your wonder- 
ful children's shoes. We have been 
very successful in fitting every cus- 
tomer, regardless of size, to their 
entire satisfaction, either from our 
stock on hand or by special order. 
In every instance our customer has 
returned fully convinced of their 
fitting and wearing qualities. 
Before ‘ ‘KALI-STEN-IKS'' 
were included in our stock we found 
it very difficult to fit a child 
with a narrow foot. In the children's 
sizes 84 to 12 we find the AA last 
to be a revelation. Since the very 
first we have been absolutely sold on 
‘ *KALI-STEN-IKS'', and can not see how 
we could possibly manage without them. 
With best wishes for the 
continued success of your wonderful 
shoes, and kindest personal regards 
to you, I remain 
Yours respectfully, 
ECONOMY SHOE STORE, INC. 





BULB SHAPED HEEL 
Patented 
Nov., 1932 


Cre 











Seamless Quarter 


THE GILBERT SHOE CO. “KALI-STEN-IKS” 


provide you with 


THIENSVILLE, WISCONSIN a strong selling 


feature actually 


P-. pd ~— ee rt visible to the wearer. The heel fits snug 
mera. a 327 Grosse Bldg. because it is bulb shaped. Not a single 


New York City Los Angeles, Cal. seam in the quarter. 
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ANNOUNCING 


NEW POLICIES—NEW PRICES—HIGHEST QUALITIES 
RECOGNIZED BY ALL DEALERS AND THE WEARER 


By specializing in the 
manufacture of Snap 
and Slide Fastener rub- 
ber Gaiters, we offer the 
dealer: Highest uniform 
quality, Perfect Fitting 
Lasts, Extra Long Wear, 
Popular Prices, Rapid 
Deliveries 


Sold by SNAP FASTENER 


Leading Wholesalers 


Manufactured by 


Our Production on the styles Five Women’s heel lasts. Flat, 
illustrated above is now 41% Regular case runs. Women’s Ella; Military, Pola; Low Cuban, 
increased over that of last year. 24 pair to the case; Misses’, Peggy; High Cuban, Portia; 
This is a proof of dealers’ ap- - Childs’ 18 pair to the case. Spike, Princess; Misses-Childs, 
proval. Colors, Black or Brown. Natural Betty. 


W rite or Wire for Samples or Details 


CAMBRIDGE RUBBER COMPANY 


NEW YOR CAGO : FACTORIES AND GEN. OFFI 
125 DUANE Sr. 317 we MUNROE ST. 748 MAIN ST., CAMBRIDGE, MASS. 


BOSTON 
600 ATLANTIC AVE. 
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BROUWER, 


Ree 
recast NolOD 

















BY COOPERATION 


WE have combined last construction created by the 
Research Committee of the Foot Section, American 
Osteopathic Association, with Musebeck Double-Arch Wear- 
THE LONGITUDINAL ARCH Straight Shoe construction. Dealers who wish to give their 
customers the benefit of scientific last and shoe construc- 
tion will obtain unusual results by featuring the three 
Musebeck numbers made over the Brouwer Research 


Last No. 100. 

A—A thick insole with wedge heel seat supporting the oscalsis 
bone and center gravity of the body weight. 

B—A special, wide, strong, guaranteed Arch Support shank, 
wedge shape at heel, supports the inner and outer Longi- 
tudinal Arch. 

C—The Musebeck WEAR-STRAIGHT insole, shaped to give 
perfect foot balance. 

Result: QOutsoles wear straight across the bottom instead 
THE METATARSAL ARCH of wearing thin to wedged shape at outside ball. 

. D—Thick, mellow insole, shaped Metatarsal Arch. A perma- 
nent solid leather arch that fits the normal foot and does 
not collapse. 

E—Imported hair felt, chemically treated. An insulation 
against dampness, cold or heat. 


—IN STOCK—AA to E, Sizes 6 to 12 
0170—Black Ruby Blu Oxford $4.50 
SO170—Same as above with built in Arch Support Insole 4.85 
DO170—Black Kid Blu Ox with Double Insole. The Pre- 
scription Shoe for doctors and those that do orthopedic 
work. A shoe that can be fitted to any foot requirement 4.85 


TERMS—5% 20 days, 30 days net 


Patented 
Copyrighted 


MUSEBECK SHOE COMPANY 
Men's Fixh Wear Stenight er 


Danville Ilinoia 
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EXTRA VALUABLE TO YOU 
BECAUSE IT’S 


EXTRA PROOF 


“Value 





(NE of the first things the pub- 
lic does on picking up a shoe 
is to look at its name. You’ve seen 


them do it — thousands of times. 


That’s why a good name is so 
valuable. People know that cer- 
tain names identify quality — and 
buy more readily on seeing them. 


Since names mean so much, why 
not get all the benefit you can 
from them? Why not add the 


extra selling power of GOODYEAR 
—the greatest name in rubber? 


TO CUSTOMERS! 


More people buy Goodyear Tires 
than any other kind, more people 
buy Goodyear Wingfoot Heels than 
any other kind — millions more — 
because experience has proved 
them best! 


The universal public confidence 
in this one name makes it extra 
valuable to you—an extra proof of 
quality that will make shoe sales 
easier in this year when people 
are keener-nosed for value than 


ever before. 
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WINGFOOT 
HEELS... 
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Fe et Sea aN CE ” 





Introducing 


THE SAXON 


An American adaptation 


from the British 








G-H- 
ALDEN 


COMPANY 











DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
“MASS: 
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